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in Lowy and Comfort 


“sold” on your store, by shoes 


“Made of Norwegian Calf” 


A leather for making finer shoes for men 
or women — as well as easy sales, life- 
long friends, and handsome profits . . . 
One of the justly famous Gallun vege- 
table tannages, utiful of grain and 
color — soft of texture — plump of body 
... And the softness lasts — come rain, 
come sun — until the last day the shoes 


Norwegian Calf ae 
hand-boarded grain 


Cretan Calf 
smooth but not glazed 


Eskimo Calf 
water-resistant 


are worn . . . No pinching—for humidity 
changes cause only a fraction of the ex- 
pansion and contraction of ordinary leath- 
ers ... No free acid to affect sensitive 
feet . . . Featured in the catalogs of many 
leading manufacturers. Include the Gallun 
numbers in your next order. A. F. Gallun 
& Sons Corporation, Milwaukee, Wis. 
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WHAT is “genuine simulated alli- 
gator?” That’s the question! We 
were riding in a taxicab with a shoe 
man when we heard a midday radio 
broadcast repeat and repeat: “Genu- 
ine simulated pearls $3.98 a strand.” 
The taxi driver said: “I bought my 
girl a string of those genuine simu- 
lated pearls and they’re wonderful.” 


STRAIGHT FROM FAR OFF 
SIMULATIA 


TX 





My shoe friend said: “What do 
you mean ‘genuine,’ ‘simulated?’ 
And the taxi-driver replied : “They’re 
genuine pearls. I suppose ‘simu- 
lated’ is the name of the place they 
come from.” Thereupon the shoe 
man said: “So help me, if people 
don’t know what ‘simulated’ means, 
I’m going to get up an ad on ‘genu- 
ine simulated alligator.’ I’m telling 
them the truth and if they don’t 
know it is an imitation, so what!” 

Registering genuine, simulated 
enthusiasm, we let the matter drop. 

(The broad general interpretation 
of the Federal Trade Commission’s 
ruling “prohibits any untruthful or 


misleading advertising, no matter 
what the details. “Genuine” and 
“jmitation” are mutually contradic- 
tory.) 
MIOSE LEIBOWITZ of the M. L. 
Shoe Store in York, Pa., says: 
“Editorial in the November 23rd 
issue of Boot anp SHOE RECORDER 
— Plan Your Selling First!’ . . 
Every merchant should take this 
page—AND KEEP IT IN FRONT 
OF HIS NOSE AND EYES. IT IS 
SAFE AND SOUND.” 
ID EFENSE theme chosen for Retail 
Convention! “Keeping in Step With 
National Defense” will be the theme 


of the annual convention of the 
National Retail Dry Goods Associa- 
tion to be held from January 13th 
to 17th at the Hotel Pennsylvania, 
New York. The Association believes 
that the greatest problems for re- 
tailers in connection with national 
defense are still ahead and that they 
represent the “commanding issue of 


(11) 


the new year for retail stores. Re- 
tailers have been assigned a strategic 
position on the ramparts of de- 
fense,” the Association declared in 
a broadside to members. 


7 - * 


eJ OSEPH B. PEARMAN, of Eagle 


Air Cushion Heels, Inc., is mak- 





ing road tests on the heels, and 
recommendations were made by 
him—an Olympic walking cham- 
pion, for many years a contributor 
to the Encyclopedia Britannica, 
Collier’s Year Book and other pub- 
lications, and vice-president of the 
new company. 

He covered nearly eight miles an 
hour in the track, up to a few years 
ago—and even now, on Sunday 
mornings, his neighbors observe 
him striding along in comfortable 
hiking clothes for a mere ten-mile 
jaunt, in less than two hours! Some- 
times he takes a group of high 
school boys in his town, sometimes 
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a Boy Scout group—at a slower 
pace to be sure. We learned that 
he can walk faster than an average 
man can run! Rubber heels help do 
* 7 7. * 

FOOT care is salable, as R. H. 
Macy’s has found out, by giving 
publicity to what it calls its “Well 
I Never” Department: 

“*Pon My Sole’ is what we 
laughingly call this combination 
gift in Macy’s new Gift Bar on the 
Street Floor. It contains vaseline, 
foot powder, nail polish, cuticle re- 
mover, polish remover, and cotton 
pads waggishly wrapped in the 
shape of a sandal.” 

” +. 7. 

A SINGLE advertisement brought 
close to $1,000,000 worth of busi- 
ness from one customer. This is not 
a paragraph from fiction. It actu- 
ally happened. The Boot anp SHoE 
RECORDER was the medium through 
which the products of a shoe manu- 
facturer were placed on the shelves 
of a shoe retailer and the relation- 
ship it helped to establish continues 
today. 


5 TO | gm 
See 
i 





William Pidgeon of Rochester 
was the retailer—and this is how 
it happened, in his own words: 

“I had been toying with the idea 
of a complete line of orthopedic 
shoes and had established quite a 
trade in them between 18 and 20 
years ago when I saw an advertise- 
ment in the Boot anp SHOE Re- 
CORDER, with pictures and descrip- 
tions of shoes made by the Selby 
Shoe Company of Portsmouth, 
Ohio. They seemed to have just 
the thing I wanted and had been 
trying to get, so I sent this message: 
‘Saw your ad in the Boot AND 
SHoe REcoRDER . . . am interested 

. . will you send your salesman?’ 
The salesman came and I gave him 
an order and have continued to give 
orders since, paying Selby an aver- 
age of $50,000 a year. That brings 
the total close to $1,000,000 from 
a single ad.” 
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GREEN LIGHT AHEAD! 


ApvERTISE NOW? | —\YESSIR— We 


bs EXPECT To 
SI Le 


—When D. V. Bathrick, general sales 
manager of Pontiac cars, was re- 
cently asked what his future adver- 
tising plans might be, he replied: 
—"The answer, so far as Pontiac is 

concerned, is that we'll keep right 
on advertising, just as we did dur- 
ing the toughest years of the de- 
pression. Because Pontiac !S IN 
BUSINESS FOR THE LONG PULL 
—and we aim to STAY IN BUSI- 
NESS despite what happens in 
1942 or 1948." 


—That's the fighting spirit, the spirit 
that wins—and would that more of 
our shoe manufacturers had the 
same courage, confidence and 
foresight. 


—If America is going to Hell, now is 
the time to fold up your tent and 
disappear into the nearest storm 
cellar. 


—lf America is not going to Hell, 
now is the time to advertise and 
plan for a bigger, better and 
busier 1941. 


—And America is NOT GOING to 
Helll 


eS 


President 





A. KATZENSTEIN of the United 
Shoe Stores Co., Inc., Shreveport, 
La., is advocating an insurance plan 
whereby the manufacturer would 
compensate his accounts to absorb 
worn merchandise that must be re- 
placed from time to time due to fac- 
tory defects. He says: 

“My thought would be to enter 
into an agreement with each ac- 
count that no worn shoes will be 


returned for any reason whatsoever. 


and at the end of each season, year, 
or period decided upon, a cash 
payment in the form of a rebate 
will be made for each pair of shoes 
purchased during that period and 
in order to explain myself further, 


let us say it is two cents per pair. 
Now suppose we buy 15,000 pairs 
of shoes from you a year and we 
agree to return no worn shoes for 
any reason whatsoever. Then at the 
end of that period a check for $300 
would be forwarded to us, etc. 

“The benefits that would accrue 
to the retailer would put him on 
his mettle, so to speak, as to when 
and how to make his adjustments 
and he could also gauge how far 
he wants to go with eccentric cus- 
tomers wherein there are no factory 
defects, and I am sure the manu- 
facturer would be considerably re- 
lieved by eliminating the nuisance 
of such merchandise being returned, 
which, at best, are unsalable odds 
and ends.” 

i 7 + 

Hi, PODOS of the Market Shoe 
Store in Niagara Falls, N. Y., says: 

“In answer to Mr. C. Stubbs of 
Plainview, Texas, whose letter ap- 
peared in your columns in your 
November 16th issue, | would say 
that he is a wonder if he can make 
money on ladies’ novelties that cost 
him $1.95 or around that figure and 
retail them at $2.95, without doing 
large chain store volume. 


- A&A / 
EN/IUS ! 


“Mr. Stubbs states that this mark- 
up is fair on novelties. How he ar- 
rives at this figure I would like to 
know. He also says: ‘One doesn’t 
run the same risk of obsolete styles 
and carry-overs in these types of 
shoes.’ Does he mean that novelties 
are staple? 

“T have been in the shoe business 
many years and have done real vol- 
ume at one time, and if any one can 
show me how to clean my novelty 
stock, even at real clean-up prices, 
I would like to know and appreciate 
getting the information. In my ex- 
perience, I have yet to lose a nickel 
on corrective types of shoes, no mat- 
ter how long they have been on the 
shelf. But try and sell novetlies 
that are a season old, and try and 
get near cost—impossible. 

“Very true, the mark-up, as Mr. 
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Stubbs figures it, would be O. K. 
providing a merchant could sell 95 
per cent at regular prices. In our 
particular territory, the seasons are 
very short and we have to sale shoes 
more often, I believe, than in other 
parts of the country. For instance, 
we start to sell white the first or 
second week in June and continue 
to sell them, regular, until July 4th, 
which is about five weeks. To be in 


line with chain stores (of which we 
have many) we sale our shoes for 
the next two weeks for $1.99 and 
$2.45. Then for about 10 days or 
more at $1.69 and $1.99, after that 
we try to clean the balance at $1.00 
per pair. This is what the chains 
do around here. Then there are the 
complaints and adjustments that 
have to be made, which are of no 
small consequence. Now, if money 
can be made by the average, wide- 
awake merchant on this basis, I be- 
lieve thousands of shoe merchants 
would be very happy to get more 
details on how it is done and prob- 
ably Mr. Stubbs can help us out. 
“Mr. Stubbs also says, “What kind 
of a profit does one expect to make 
on a volume seller anyway?’ But 
what does he mean by volume? And 
how many independent shoe mer- 
chants are doing real volume in the 
average small or medium town?” 


* * * 


A SHOE man in London, and a 
reader of the Boot AND SHOE 
Recorper, gives the following as 
his impressions of conditions there: 

“Yes! We are going through very 
trying times. London and suburbs 
have received a terrible lot of dam- 
age. I don’t think the actual bomb- 
ing will ever get the Londoner down, 
however; it’s the wearying way he 
has to struggle on that tells. No- 
body up here is ‘jittery.’ We no 
longer take any notice of sirens. 
When the roof spotter signals dan- 
ger imminent, we officially go below 


; transport. 


—but nobody hurries and there 
seem just as many people wander- 
ing about the streets. Occasionally 
we hear a big bang and we know 
that a bit more of London has gone, 
but nobody takes very much notice. 

“One of our chief worries is daily 
When you leave home 
in the morning you haven't the 
faintest idea what route is open to 
you to get to business. My journey 
takes me from two to three hours 
usually (a distance of about ten 
miles) and I’ve done it every possi- 
ble way now. 

“Business, of course, is rotten. | 
managed to do 60 per cent of my 
figures last month, which is jolly 
good for the West End but I’m 
afraid the expense side of the gam> 
is going to beat us.” 


EED WYNN never makes a profes- 
sional appearance without his fa- 
mous old $3.50 shoes. He says that 
he has spent over $2,000 on them 
in 36 years, having them repaired 
over and over again. For four fun- 
filled decades, Ed Wynn has been 
clapping silly hats on his now-gray- 
ing noggin, pursing his mouth and 
issuing a high, silly giggle. And his 
audiences have been holding their 
sides with laughter, asking for more. 
Edwin Leopold has come a long way 
since he was a shearer in his father’s 


Philadelphia hat shop. 
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HIERE’S fast stepping for you! 
R. G. Frownfelter, buyer of men’s, 
women’s and children’s shoes for 
Mclnerny store, way out in Honolulu 
(doing an annual volume of $300,- 
000 in shoes alone), left there by 
Clipper plane on October 17th, ar- 
riving next day in Los Angeles. 
There five days, thence via plane to 
Chicago, Cincinnati, also New York 

where he arrived November Ist. 
Two weeks in New York, then on 
November 14th a four-hour hop via 





plane to Chicago, where on Friday 
the 15th he had a busy day at 
Florsheim’s selecting suitable styles 
for Honolulu’s warm climate, then 
Friday night via Stratoliner to Los 
Angeles. Tuesday night, November 
19th, via Clipper to Honolulu, 
breakfast there Wednesday morn- 
ing! Said he: “It costs $500 for the 
round trip from home to the main- 
land and about $500 for planes to 
the points covered while here. This 
is the only time of the year I get to 
wear Winter togs, and next Wed- 
nesday I shall be back in Summer 
clothing. Business is excellent with 
us in Honolulu.” 


“If Fitzwilliam keeps on winning sales trophies, we'll have to move into larger quarters.” 





For the occasion when slacks 

or are not just right 

and an easy fitting soft spec- 

tator costume is wanted, this 
is an ideal dress. 





Right, left to right: Youthful 
and cool this low-heeled pump 
of soft white suede with mass 
perforations. I. Miller. Just right 
for many casual and play cos- 
tumes this swagger little ghillie, 
shown here in white with color 
and saddle stitched extended 
sole. J. M. Connell. The classic 
spectator due for another big 
season. This shoe has elasticiz- 
ing at the throat for better fit 
and comfort. Avon. 


Below: Two plastic shoes for 
dress occasions. The multi- 
color sandal is in a material 


like spun glass—very lovely and 
delicate. Avon. The second shoe 
is in a glass-like plastic—green 
here—combined with white 
suede 


. Exceedingly smart and 
fresh looking. Newton Elkin. 


FIRST reports on southern resort styles tell a tale 
of color and dash. Winter resorts . . . out West as 
well as down South . . . expect to reach an all-time 
high this year. And fashions are richer in variety and 
excitement than ever before. South America, the navy, 
the army and the American Indian all have done their 
part in contributing new ideas to women’s clothes. 
South America has suggested colors for the more 


dashing off-the-face hats and new treatments of wide 
brims. Turbans gain new interest from the South Amer- 
ican influence, already made familiar to American audi- 
ences in the vivid person and costumes of Carmen 
Miranda. 

The navy comes into its own in play clothes, espe- 
cially in slack suits, some of which are almost exact 
copies of a navy uniform. The reflection of this nautical 


influence will probably not be very apparent in resort 
shoes. Plenty of it will be seen later, however, in Spring 
[TURN TO PAGE 34, PLEASE] 


dressy shoes . . . greens, golds, oranges, blues, reds, 
purples. Any brilliant, daring combination is typical 


of the South American use of color. It has inspired and Summer styles. 


MIAMI, FLASH 


Hot from Miami comes this news flash 
to the Recorder Fashion Department. 
Colors will be very gay . . . Exotic prints 
for evening have big bold patterns . 

Stripes are due back as another reflec- 
tion of the American Indian influence. 
(Note: The Seminole Indian of the Flor- 
ida Everglades wears stripes.) Watch 
reds and greens in several shades .. . 
raspberry and begonia reds and South 
Seas and reseda greens . . . watch blue 
and beige and mustard gold . . . Above 
all, watch yellow, a bright golden yellow 
being used in everything from men’s 
sport jackets to women’s shoes. Acces- 
sories more important than ever . . . 
scarves, large bags, beads, lots of them. 


As Resort Fashions Take the Spotlight, the Recorder 
Reviews Interesting Types for the Coming Season. 





anp SHOE RECORDER, December 14, 1940 


Makes Favorite Pastime Pay 


MIICHEL A. LEVY, 913 State Street, Santa Barbara, 
Calif., is a man who has been in the fine shoe business 
for thirty vears, and has one of the leading shoe stores 
in that city of wealth selling merchandise in the upper 
bracket. He has put much effort these last few years 
into the development of his riding department, one of 
the few of its kind in shoe stores in America. The de- 
partment occupies a big slice of the mezzanine floor and 
there are hints of it on the first floor. 

There is no royal road to the development of this kind 
of department, Mr. Levy says, for it is a department that 
must be nourished with enthusiasm in the sport which 
it represents. Mr. Levy has himself entered into the 
sport of riding with great enthusiasm. Accustomed to 
horses all his life, he gets a zest out of this sort of thing, 
in addition to building sales. 

Those who follow the sport of riding know about the 
famous “Rancheros Visitadores,” which when translated 
means “visits to ranches,” a 200-mile ride out of Santa 
Barbara which takes the riders to nearly all of the fam- 
ous ranches in that area, ranches which have about them 


the flavor of the old Spanish grants. The average num- 
ber going on this trip each year is 400. Two hundred 
fifty of these are on horseback and 150 go by auto- 
mobile. Jack Mitchell of Chicago, wealthy sportsman, 
is the father of this famous ride. Mr. Levy always goes 
on this trip and looks forward to it with zeal. 

In addition, Mr. Levy rides with a group each week 
end, for horseback riding is a lively sport in his area 
throughout the entire year. 


THERE is also a direct tie-up with the store. Mr. Levy 
employs in his store a young woman who gives instruc- 
tion in riding and is busy out-of-doors month in and 
month out on specified evenings, conducting instruction 
riding parties in the hills about town. There are others 
in the store also who are riding enthusiasts. Sunday 
is a big day for this sort of thing. Mr. Levy also has a 
young man in charge of the department who is a rider 
as well as a good salesman and a good judge of riding 
equipment. The front of the department on the mez- 
zanine as seen from the lower floor is impressive. As 
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Lejt: Front of the Riding and Sport Shop in Levy’s, 
Santa Barbara. The shop is located on the mezzanine 
and is one of the store’s most popular departments. 


it is a busy department the sight from the lower floor 
has something catching about it. 

On the main floor are two displays indicative of the 
One is a large panel 
covered with horse shoes, each shoe shown there being 


department on the mezzanine. 


a dup!icate of that worn by a famous horse. You can 
see the foot-prints of the entire horse aristocracy in this 
lay-out. There is also a fine saddle in sight, and every- 
body knows what that means. 

While, naturally enough, some sales run into very 
large figures in a city where many wealthy people make 
their homes, the average unit sale, Mr. Levy says, seems 
to be about $30. H. L. Benton, manager of the depart- 
ment for Mr. Levy, says he finds sales in this depart- 
ment meet with less sales resistance than in the aver- 
age department because of the fact that every customer 
is an enthusiast and wants that merchandise very keenly. 

Other methods of advertising in addition to the di- 
rect and constant touch with the riding world include 


a little six-page folder, a miniature catalog, which is 
kept in the mails by insertion with monthly statements 
and which is handed out constantly ‘over the counter. 
Spot announcements by radio over a local station, are 
made eight month in the year. The frequency of these 
announcements depends upon the season. Mr. Levy 
believes they are good business-getters. 

“Briefly,” says Mr. Levy, “I think this department 
well worth while. We enjoy merchandising it and we 
enjoy selling the merchandise because it is always sold 
to a person enthusiastic in this field. This is more than 
ordinary merchandising. The lines are quite varied. In 
addition to regular riding and sport clothes we work 
into this department a large number of items suitable 
for gifts. During the gift seasons this is no small pick- 
up, but a real sum added to the total. I believe there 
are many cities in America where such a department 
might profitably be added to the other regular depart- 
ments in a shoe store. I might add that it likely will 
work best if somewhat segregated from the regular shoe 
sections, and yet it must not be hidden away for it is a 
department which tends to sell itself on sight.” 


Personal Enthusiasm for Riding, Close Contact with Other En- 
thusiasts and Sound Merchandising Methods Hace Built Unusual 


Business in 
A. Levy, of Santa Rarbara, California. 


FReeal Profits... 


Left to right: Michel Levy, his daughter Claire, Miss Maurine 
Gardinhire, one of the employees, and Jack Morgan, a former 


employee, indulge in their favorite recreation. 


Boots, Riding Clothes and Accessories 


for Michel 





MEZZANINE 


Where all your needs for Resort 
Wear can be found 





SHOES - BAGS - HOSIERY 





Phone 3105 - - 913 State Street 
Santo Barbara, Coliflornia 











The miniature catalog containing de- 

scriptions of merchandise carried in 

the Riding and Sport Shop is sent out 

with monthly statements and handed 
out over the counter. 





Resort Style Seurces: Early showings of resort 
wear in the Miami area reflect four distinct sources of inspira- 
tion. The influence of each is keenly felt in line, fabric, mate- 
rial and color. These four sources are military, naval, South 
American and early American or Indian. Now that Ameri- 
can designers are on their own, so to speak, they have de- 
veloped American ideas in their fashion. 

In shoes, the American Indian is contributing moccasin 
ideas. Fringe and beading are seen and clever simulated 
Indian decorative motif made by applying hot needles to 
the smooth surface of the skin. The moccasin type is being 
developed for sports wear ; the platform sole and wedge heel 
fit into the picture. South America is contributing its in- 
fluence through more colorful, dressy types. 


THE resort picture for the coming season as seen 
from Miami appears to be divided into two distinct 
parts. First, there are the leisure or play clothes, and 
these have never been more casually striking than right 
now. The second group sounds a definitely formal 
note. Elaborate coiffures bedecked with pins and 
jeweled combs, bows and flowers; stately slender silhou- 
ette rather than the gay bouffant outline; higher heeled 
slippers or sandals of the most gorgeous designs and, 
as a finishing touch, gloves. This is not usually con- 
sidered a glove-wearing community, but gloves are be- 
ing offered in so many lovely and interesting versions 
for this Winter that it is safe to look for them to be 
worn not only with daytime costumes, but for evening 
as well. 

Some of the new swim suits are showing a new high 
neck with wide shoulder straps. This is an old-style 
new note. Suits are very trim—brief, and with well fit- 
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Resort Styles 


Refleet 


Ameriean 


Design 


Four Important Sources of Fashion In- 
spiration Influence Trends in Clothes and 


Footwear for the Southern Season. 


ted and defined waist lines. Elasticizing, in both flannel 
and velvet, is expected to be very much in demand. 
Particularly in velvet it is recommended for the larger 
figure. 

In play clothes, slacks will continue to be of first im- 
Here is where we find some of the nautical 
influence. Slacks are laced and fitted like a sailor’s 
trousers and worn with a middy. This is almost an 
exact replica of a navy uniform, and when topped by 
a red or blue flannel jacket, with a double row of brass 
buttons, it is the last word in casual smartness. Last 
season these navy slacks were introduced as a high style, 
high-priced fashion; today they are showing up in the 
popular priced lines as well as in the more exclusive 
shops. 


portance. 


A FASHION which promises to be outstanding and 
most popular is the loafing or hostess pajama. This may 
be of soft silk, velvet or jersey. All are in good taste. The 
blouse worn with these is loose and baggy, with long, 
full sleeves caught in with a narrow cuff. This outfit 
calls for a very special dressy type sandal, usually in 
gold or silver kid or colored plaited ribbon. A glass- 
like plastic is popular. 

The South American influence is seen in colors, such 
exotic tones as were never before found in clothes. 
Bright colors typical of the pampas are being shown 
in hats patterned after those worn by Argentine cow- 
boys. Off-the-face hats are expected to be well liked, 
and of course the wrap-round turban will continue to be 
so popular as to be considered the resort national 
headgear. [TURN TO PAGE 34, PLEASE] 
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Cooperation Is His By-word 


Stanley Heald, General Chairman of the Na- 


tional Shoe Fair and President of Stetson Shoe 
Company, Believes in a Policy of Friendly Co- 
operation to Get Results, and Has Applied This 


Theory to His Efforts in Behalf of the 1941 Fair. 


by OWEN A. THOMAS 


EF, at 7 o’clock one late Summer morning in 1914, 
Stanley Heald had chosen not to enter the factory of the 
Stetson Shoe Company at South Weymouth, Mass., and 
there to learn how fine shoes are made by making them 
himself, the chances are he would not be nearly so en- 
thusiastic as he is today about the 1941 National Shoe 
Fair, of which he is general chairman. 

What he says about the Fair is that it is an outstand- 
ing example of what can be accomplished when manu- 
facturers and distributors cooperate for the good of 
everyone, including the public; that cooperation of this 
type, in which there is a general and generous pooling 
of ideas, makes for efficiency and increases profits; that 
it is nothing more nor less than a gigantic conference at 
which anyone is free to ask any questions and be entitled 
to an honest answer. 

What is said of him is that cooperation is the first 
business lesson he learned when, soon after graduating 
from Amherst College, he said “no” to those who ad- 
vised a desk job under his father, the late Arthur C. 
Heald, one of the Stetson founders, and insisted, instead, 
on becoming one of the boys in the factory. There he 
quickly found that lack of cooperation, either within a 
department or between two departments, meant pro- 
duction bottle-necks, delays in deliveries, and lost sales 
in retail stores which depended on the Stetson factory 
for shoes. 

Cooperation, he concluded at that time, was good 
business. He still thinks so. 

Youthful in appearance, Mr. Heald has none of the 
conventional earmarks of the heavy-handed boss. He 


STANLEY HEALD 


General Chairman of National Shoe Fair 


gets his results without cracking the whip. No one ever 
quakes in his presence. No one is ever called on the 
carpet. When he leaves his unprententious office to en- 
ter the factory, he is more than apt to stop and chat with 
one of his workers, many of whom he invariably ad- 
dresses by their first names. He may drop a suggestion 
or two, and sometimes there develops a friendly argu- 
ment as to who knows best—the chap who is doing the 
job or the guy who just emerged from the office of the 
president and general manager. 


THIS South Shore tradition of friendship between em- 
ployer and employee has found practical fruition in 
some of the things which Mr. Heald has inaugurated— 
chief among which might be mentioned the Stetson Shoe 
Employees Credit Union, from which money may be ob- 
tained by any worker in good standing who is faced 
with an unexpected demand on his pocket-book. 

It’s a handy arrangement which is part of a well- 
thought-out policy based on the belief that satisfied 
workers do better and finer work than workers who are 
worried half to death, and that it is strictly up to man- 

[TURN TO PAGE 48, PLEASE] 





Above, right — J. E. Solomon, left, 
manager of Waller’s Boot Shop in 
Marshall, Mo., and Ben Farmer, Assis- 
tant manager, have been singing “Roll 
Out the Barrel” for the war refugees. 
Here they are carrying in the overflow 
to barrel number three after a good 
day’s collection. This store expects to 
fill a dozen barrels by Christmas. 


Right — The Stone Shoe Co. Wright 
Arch Preserver team won the cham- 
pionship of the Twilight Hard Ball 
League of Cleveland for two straight 
years — 1939 and 1940. In street 
clothes at the right is Coach Arthur 
Dussault; at the left is Business Man- 
ager W. R. “Bill” Nelson, Stone vet- 
eran salesman and sparkplug behind 
the baseball operations. 
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Left—Collection of shoes for war refugees 
has proceeded at a merry rate at Davis 
Shoe Company, New Castle, Penna. Seven 
barrels have already been sent abroad by 
this store, with several more being filled 
by enthusiastic customers. New Castle has 
responded remarkably well, according to 
officials at Davis Shoe Company, and many 
of the shoes brought in have been in 
excellent condition. 
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Right — Charlotte, N. C., Shoe 
Show plans are being made as 
two buyers for the Belk chain 
in the South look over new 
Spring and Summer models and 
diseuss the styles they'll see at 
the show. Standing is Al Bech- 
told, secretary-manager of the 
Charlotte show. Seated, left to 
right: L. E. Bryant, Durham, 
N. C.; Mrs. E. B. Ogan, model: 
and A. P. Craddock, Jr., Char- 
lotte. Messrs. Bryant and Crad- 
dock are Belk buyers. 


Below— it’s a far cry from this curious shoe store 
in Mexico to the luxurious salons which Ameri- 
cans have come to associate with buying shoes. 
The merchant shown here does not rise for the 
sale. The shoes he sells consist of soles of leather 
to which are nailed similar soles cut from old tires. 
Loops formed by staples at the sides are used with 
long rawhide laces to lace the shoes on the foot. 


4 
| 
~ 


Above — Montgomery Shoe Fac- 
tory, Montgomery, Ala., has 
stepped up its service and profits 
by directing special advertising to 
military officers and personnel at 
Maxwell Field, the country’s 
Southeastern Air Training Center. 
Julius Brenner, co-owner of the 
shop, left, and one of the service 
men, examine a pair of long boots 
brought in for repair by an officer 
from the air field. 





BOOT anv SHOE RECORDER, December 14, 1946 








Silvered discs edged with 
blue stars, white streamers 
with red lettering, mak- 
ing a combination of good 
color and good display 
for your clearance sale. 
Adaptable to both large 
and small windows. 











Give Your Sale Shoes a Break 


Suggestions for Putting on a Clearance Sale That Will Catch and Hold 
Customer Interest During the Usual Let Down Period. Hints for Display 
That Will Brighten Up Your Store and Make It Easier to Sell Shoes. 





QR—=———_—— 
JANUARY CLEARANCE: * 
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by BR. E. ANDRUSS 


Cut-out paper sign, white 
with red lettering, with small 
gilt and oo pasted 
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Shelves of light lumber hold samples of 

shoes on sale, in this variation of the cus- 

tomary cupboard or rack. Colors are silver 

circle, blue stars, white streamers with red 

letters. Red panel with white shelves. Use 
size cards with the shoes. 


A cut-through cut-out for ho- 





siery display. Substitute cleat 
for slot to show pairs of shoes. 
































@NCE again the semi-annual problem of clearing 
broken and discontinued lines is on the promotion 
calendar, and with it the need for building up sales- 
people’s interest in shoes that they have handled all sea- 
son, that are now extra-bothersome because of broken 
size ranges that add to fitting troubles. Yet it must be 
done if you would maintain service standards during 
the “let down” period. Much can be done to overcome 
the difficulty through careful attention to two things. 
First: put on your clearance sale so that customers 
will know there is something of interest and importance 
going on. Second: use a size-record plan that quickly 
lets customers and salespeople know what sizes are 
available in each of the sale styles, thus preventing a 
waste of time when busy. All that is needed is a rack 


(or two) that may be plain or dressed up, on which the 
shoe styles are grouped, each shoe fastened in place 
before a card that lists sizes available. In most cases 
a three-by-five card with sizes across the top and widths 

[TURN TO PAGE 33, PLEASE] 











Circular plateaus are supported 
by poles run through holes 
slightly larger than the poles, 
permitting the discs to be tilted. 


This againstthe-glass display 
has cut-out circles with tilted 
backgrounds to hold shoes 
which surround the sale price 
card in the center. Pennants of 
red and white are set flush 
against window glass. 











Te fillers 
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OUTLOOM 


Feet on the Ground—Heads Up 


MIAYBE it is true that Americans find their highest 
expression and their greatest satisfaction as consumers. 
Our lives are almost built around our wants and our 
standards of living are ambitioned to our desire for 
things. The rest of the world is finding its standards of 
living sliding down the skids of economic distress made 
by wars and things are of lesser importance—shoes 
excepted. 

We are engaged in a tremendous undertaking for 
defense. Money, materials and man hours, measured 
in the billions, will be expended in 1941. But we expect 
our domestic and civilian and our export businesses to 
continue at an even higher rate than normal because 
we want prosperity to be abundant. 

The mere fact that we live in such high contrast to 
the rest of the world is something that we don’t want to 
think about. Maybe America has a capacity to do the 
two things (make for defense and make for civilian 
consumption) even though they represent tremendous 
contrasts. We certainly are building up a manufacturing 
capacity that may not be sustained after the emergency 
—be it short or long. 

With such tremendous things going on, the average 
man in shoes, whether he is in the factory or in the 
store, can find only one avenue of mental escape—mak- 
ing his job as simple as possible and safeguarding him- 
self against the accidents of the future by living within 
his means and putting away a little reserve for the rainy 
day. Each man contributes something to his nation by 
a day’s work well done. Yet in a world of waste of men, 
money and materials, it is obvious that someone must 
pay the bills thereof. It’s the little common man who 
carries the load, and pays and pays. 

We are close to the turn of the year and it is difficu't 
to predict futures. What we do know is that we must 
carry on the functions of life, the operation of the fac- 
tories and the stores, the home life of family and neigh- 
bors and all of the little things that are the responsibility 
of man. Some order in our lives and businesses must 
continue even though we face the inescapable fact that 
we are living in a tragically disordered world. 

In a way, we are not spectators, looking on at a game 
that is being played on the field. We are in it—whether 
we like it or not. We are forced to live today’s life. 
Too many men and too many businesses have their feet 
in the present and their heads in the past. Somehow or 
another, we’ve got to live in 1941 with our feet in the 
present and our heads in the future—and plan accord- 


ingly. 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


That apt thought as above expressed was not original 
with me; but rather the observation of a man who has 
only recently been able to look at his business objec- 
tively. He said: “To make sure that I have a chance 
to be in business next year and the year after, I’ve got 
to look at my business as a living thing. I see it clearly 
as a business that has its feet in the present but its head 
in the past. My store looks it! My ideas fashion it and 
I’ve been relying too much on those experiences that 
came to me out of the successful ’20’s and the turbu- 
lent °30’s. 

“I need fresh blood—young men and young ideas— 
and so help me, in 1941 I plan to keep my feet on the 
ground but my head in the future. I plan to map my 
selling before I do my buying; to measure my market 
and to make my selections adequate in sizes and widths 
and in styles and grades; to make this business move 
forward because my community is moving forward in 
payrolls and possibilities. 

“I am going to put more spice into this business 
through the refreshment of its promotions and its mer- 
chandise. I am going to clean out stale stock as I 
never cleaned before—because I expect competition to 
be tougher and rougher—because other men must be 
doing the same as I am doing—getting ready for the 
battle of business and for my better share of the dollars 
that will be spent in this community. 

“I can give my head and my heart to the causes of the 
world but I’ve got to keep my feet on the firm founda- 
tion of a solvent business that is built to meet a pay- 
roll every week and move on in its work. I’m going to 
do more things for myself, leaning less on others—my 
ideas click in my town best, although I am appreciative 
of a national viewpoint on promotions, etc.” 

Another quote, Bernhard Ostrolenk of the College of 
the City of New York, says: 

“Poverty in the United States is largely psychic. People in 
this country in 1939 were better fed, better clothed, had more 
invisible servants in the form of electricity in their homes, had 
more electrical appliances to make housework easier and edu- 
cated their children better as measured by the numbers attending 
high schools and colleges. They traveled more, as measured by 
the number of registered automobiles and gasoline consumed; 
they read more, smoked more, bicycled more, lived longer as 
measured by the death rate, married in greater numbers and had 
more surviving infants. The depression decade actually has 
been ‘a period that presented more comfortable living to that 
fictitious concept, the average man.” 
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—_ == = — oS = Tempered Steel Combination Shank 


~ ae \— , ) . - - DETERMINED BY 
the 


ars A COMBINATION OF MATERIALS 


the : 

da- . Combined for a purpose: —a basic unit (steel) 

ay- . ; plus a supplementary material (fibreboard)— 

} ‘ joined for structural advantages. 

ried Like a bridge of stone and mortar—the com- 
Ths Geabtestion Sheak impcoves bination shank of steel or wood plus fibreboard 

of bottom character and aids styling by — provides in the nature of its construction, 
serving as a filler and providing a firm security and balanced rigidity. 

ein eae oe Spe Co Neneh. Ses hens As an engineered product, United Combina- 

had nee bas reorkiessnas tion Shanks are accurately fitted to the last to 

ting United Combination Shanks for provide a dependable foundation and char- 

by proper fit and structural strength. acter forming filler for the arch of the shoe. 
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Military Expert 


to Speak at 
Shoe Fair 


M ajor George Fielding Eliot, Author and Fa- 
mous Authority on Military Affairs, to Be Fea- 


tured at N.S.R.A. Meeting in Chicago, Jan. 8. 


MIAJOR GEORGE FIELDING ELIOT, one of the out- 
standing military authorities of the day, will be the prin- 
cipal speaker at the annual meeting of the National 
Shoe Retailers’ Association, held Wednesday noon, 
January 8, in the Grand Ballroom of the Stevens Hotel 
in Chicago. The meeting is held in the period of the 
National Shoe Fair, January 6, 7, 8 and 9, the nation’s 
dominant and foremost buying show of the industry, 
sponsored jointly by the National Boot & Shoe Manu- 
facturers’ Association and the National Shoe Retailers’ 
Association. 

In the present condition of the international and na- 
tional scene all thinking men and women desire to make 
themselves acquainted with the problems which must 
be met if the nations are to resume normal living, and 
thereby obtain the calm and prosperity which everyone 
desires. Major Eliot answers many pertinent questions. 
You would like to know what will happen should war 
come to America? You want to know how safe this 
country is from attack? You want to know one of the 
most vital questions of the day . . . need we fear Japan? 
You want to know if we need a large standing army? 
You want to know the effect of each new battle drama 
unfolding in Europe? Major Eliot, America’s No. 1 
military expert, is fully competent to answer the ques- 
tions, doubts, anxieties that have arisen in the course 
of the great debate on military policies now agitating 
the country. 

He is American born. He fought in the last World 
War, and the year 1922 found him in the Military Intel- 
ligence Reserve of the U. S. Army with active duty at 
Fort Leavenworth, Kansas and Military Intelligence 
Division, War Department. 
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MAJOR GEORGE FIELDING ELIOT 


Eliot will have titles for his books. In 1938 he wrote 
“The Ramparts We Watch.” The critics received it 
Major Eliot makes a plea for a large 
Attack by air 


enthusiastically. 
navy and for a small but mobile army. 
he considers not a grave danger for us. 

His latest book “Bombs Bursting in Air” fills a dis- 
tinct need at present when jittery Americans, hysterical 
over the menace of airplanes in war, are asking the War 
Department for anti-aircraft protection even in towns as 
far inland as Tucson, Arizona. Major Eliot is a staunch 
proponent of our staying out of the war, but he adds, 
if Germany and Russia get together to take over all of 
Europe, our sympathies may bring us in. 


THE March of Time Company recently released a full- 
length feature film based on “The Ramparts We Watch.” 
Major Eliot is an extremely busy man these days writ- 
ing for such magazines as Harper’s, Life, Fortune, 
Saturday Evening Post and New Republic. He has just 
signed a contract with the New York Herald Tribune 
for three articles a week. His analysis of war news is 
syndicated in many newspapers throughout the United 
States. 

He contributes a featured article in Life each week, 
his services extending for the duration of the war. Twice 
a week he broadcasts for the Columbia network. A 
crowd that is expected to fill the capacity of the Stevens 
Hotel ballroom is anticipated. No speaker on the news 


‘of the war is better qualified to discuss the significance 


So long as the Star-Spangled Banner waves, Major ~f each fresh battle move. 


-\ 
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G/C SKI BOOT LOOPS, by actual tests, pro- 


vide the strongest available fastenings for ski 


boots. Set in from the edge of the quarter, as 
here shown, these loops provide maximum se- 
curity and insure a smooth means for the move- 


ment of the lace. 


SPORT LACES ... These new round laces are 
designed for use in the SKI BOOT LOOPS — 


and are also well adapted for general sports use. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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A Boot and Shoe Recorder Department 





Business Getters 


J. G. Samuelson, proprietor of 
the Samuelson Shoe Company, Ta- 
coma, Washington, shoe retailers, 
writes in to say that, “For some time 
now I have been sending out cus- 
tomer courtesy cards previous to the 
opening of a sale,” with very good 
results. 

Along about the twentieth of De- 
cember, Mr. Samuelson says that they 
send out cards announcing that: 

“Our annual Pre-Inventory Sale 
will open shortly after Christmas, but 
upon presentation of this card you 
can purchase the shoes or slippers to 
your liking before the sale but AT 
THE SALE PRICE! 

“Upon presentation of this card we 
will be glad to give you one of our 
metal desk and radio calendars for 
1941. No purchase is necessary.” 

“Since I use an ordinary GEM 
duplicator,” continues Merchant Sam- 
uelson, “the total initial expense 
amounts to little more than the cost 
of the postage. Of course, the calen- 


by JOHN F. W. ANDERSON 


dar expense is about seven cents per 
customer—but what is seven cents in 
making a sizable sale and establish- 


ing year around good will?” 


* — * 
Your Undivided Attention 


We all realize that the shoe business 
doesn’t know all the answers in re- 
gard to shoe retailing. Therefore, 
whenever we can pick up a good 
merchandising idea from another in- 
dustry, we believe in passing it on 
to our readers. 

But first, before the example, let’s 
have the theory: 

There is an increasing trend of 
thought concerning display which 
says, “Don’t confuse the customer by 
letting her see too many articles. 
Narrow her attention down to a few 
as soon as possible.” The proof of 
this trend can be noticed in the num- 
ber of smart shoe stores that are 
putting fewer and fewer shoes in 
their window and interior displays. 

The second point regards the use 
of mirrors: We have all seen the 




















ere is a type of holiday window that is particularly suited to shoes. We very 

aaa Eis Us delaaneneeet deus io a Mews Vouk stave of garelel reun od dhtlows 

uilt acrosss each window with a shoe framed by each window pane and fluore- 
scently lighted. 


careful placing of full length and 
foot mirrors around the shoe store to 
aid the customer in viewing her shoes 
in perspective and in relation to the 
rest of her costume. But too many 
mirrors are apt to be confusing be- 
cause if the customer sees too large 
a part of her attire her eye is not 
being focused attentively enough on 
her shoes—‘“the point of sale” at the 
moment. 

All of which brings us around to 
a new idea in merchandising as seen 
in the Rhealee Hat Store, Fifth Ave- 
nue and 37th Street, New York City. 
The store represents the latest in 
retail store design with extensive use 
of large areas of glass, attractive 
metal trim, warm colored walls and 
modern lighting. But the point that 
we want to bring up is the use of 
mirrors. Each hat customer sits at a 
seat before a counter and the sales 
girl brings her the hats to see. The 
customer puts a hat on and looks at 
the hat in a hand mirror set on a 
pedestal stand on the counter. In 
other words, in this most modern re- 
tail store that represents the latest 
ideas in display and merchandising, 
the final effort in selling is devoted 
to concentrating the eye of the pur- 
chaser on the article on sale as re- 
flected in a six-inch diameter hand 
mirror. Maybe they've got something 


there. 
* + * 


January Shoe Sale 


At this time of the year, we feel 
that it is appropriate to mention a 
few sale ideas that may be useful dur- 
ing the month of January. 

A shoe store in a small New Eng- 
land industrial town regularly offers 
what it calls a “pay envelope special.” 
This store has a printer make up pay 
envelopes with this message printed 
on the back: “This envelope is good 
for a 5 per cent reduction on any pur- 
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BEST IDEA OF THE WEEK 
EXTENDING CHRISTMAS SLIPPER SALES YEAR ’ROUND 


(Lowenstein’s, Memphis, Tennessee) 


O. P. Ideator—“You have a very attractive Christ- 
mas slipper display at the front of your shoe depart- 
ment and I just wanted to ask you if you are combining 
it with any particular slipper promotion this year?” 


Buyer C. L. Holifield—*“Although slippers are with- 
out doubt the most important footwear item for 
Christmas gift promotion, we believe that their sale 
should not be confined too closely to the holiday season. 
I can only say that our sales force has averaged six 
pairs of slippers per day exclusive of the holiday 
season.” 


O. P. Ideator—“That’s pretty strong proof as to how 
effectively slipper merchandising can be extended be- 
yond the December Christmas season.” 


Buyer Holifield—“Our results with slipper promo- 
tion prove that the best selling lines of $3.95 and $4.50 
are easily capable of being kept in the volume classi- 
fication the year ’round—once the shoe retailer makes 
a solid enough impression on his customers so that 
his slippers will be remembered after the holiday 
season. We have found that our daily slipper sales 
are split about evenly between the customer who 


wishes to wear them personally and currently and the 
customer who buys them for special occasion gifts. 
And most of these customers, of both classifications, 
are developed during the Christmas season.” 


O. P. Ideator—“*What has been your formula in 
building up this twelve months’ business?” 


Buyer Holifield—“Leather slippers in colors are 
basic sales leaders in our store and get the largest 
amount of holiday promotion, beginning right after 
Thanksgiving. At that time, 2000 postcards are sent 
out, with a big build up on slippers. The next step 
is to devote one store window to slipper displays up 
until Christmas. Included in all slipper promotions 
are a goodly number of boys’ models, business in 
which has grown considerably in recent years. But 
most important of all for our year ‘round business is 
the fact that all salesmen play up other gift periods 
of the year to their customers and suggest that they 
remember the shoe department for different slipper 
gift occasions. And finally, as an off season reminder, 
a direct mailing piece is used again in the Spring 
and Summer.” 








chase made at our shoe store.” The 
envelopes are also numbered, so that, 
when they are turned in, the store 
will know where they came from. 
These envelopes are given to any of 
the neighboring firms that will use 
them on pay day. The employee re- 
ceiving the envelope is allowed the 
5 per cent discount when the envelope 
is presented at the time of purchase 
of a pair of shoes. The store reports 
that the 5 per cent discount (only al- 
lowed on cash sales) is of little con- 
sequence in comparison to the num- 
ber of new customers this unusual 
promotion brings into the store. 
* * * 


Money Back Sale 


A shoe merchant in Dallas, Texas, 
writes in to say that they feature a 
money-back guarantee on the specials 
that they offer each Saturday. If, 
after having purchased a special, the 
customer finds that the shoes are not 
completely satisfactory, or that the 
same shoes might have been bought 
at another store at a lower price on 
the same day, the store offers to re- 
fund the money. Cheerful refunds 
have built up for the store a reputa- 
tion for honesty among the people of 
the town, reports the merchant, that 
grows and grows each year. 

ee St 
“Steps to the South” 
(Hudson’s, Detroit) 


KX _. 


SPORT 
SHOE 


9.50 


This is the Shoe to wear for warmth and 
comfort “before and after” skiing and 
skating or while watching winter sports. 
Built of brown reverse calf in the monks 
Shoe Style, it is lined with clipped lamb’s 
wool, has a substantial crepe sole and 
is cold and damp-proof. Shoes made to 
measure in our Custom Shop from 37.50 
Sixth Floor 


Qh Fyh Soonae 


rte avenus at meTeTe 


Here is a new and practical idea in 
men’s shoes for Winter. 


“Salespeople Win and Hold 
Customers” 


“Salespeople can bring people into 
a store by inviting their friends, ac- 
quaintances, neighbors and others. In 
many stores, salespeople sign letters 
inviting people to special events, or 
promising special attention if they are 
asked for personally. Courteous, well- 
trained, ‘eager-to-serve’ salespeople 
who know their merchandise attract 
people into a store. You can de- 
velop your_salespeople by teaching 
them how to sell and please custom- 
ers.”"—The National Cash Register 
Company. 

7 o 7. 
Cold Weather Promotion 


Now is the time of the year when 
a shoe merchant can do an excellent 
job in promoting a cold weather or 
stormy day window or interior dis- 
play. Wool hose, galoshes, arctics, 
rubbers, waterproof footwear, muf- 
flers, gloves, all belong within the 
realm of legitimate shoe store busi- 
ness. Here’s some good ad copy re- 
cently seen in a Rogers Peet, New 
York, ad: 

“Are you a cold-catcher? 

“Aren’t we all? 

“And aren’t cold feet often at the 
bottom of it? 

“Ounces of prevention are warm 
WOOL SOCKS—bought at a saving 


when you can!” 
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WEEKLY RECORD 
Simplifies Stoek Control 


A MOST comprehensive system of stock control is in 
operation at The Broadway-Hollywood in Hollywood, 
California. This has proved its worth hundreds of 
times in the nine years it has been in operation. Its 
chief recommendation is its simplicity of operation plus 
the important array of buying facts a study of it reveals. 

Step number one in putting such a system to work, 
says buyer A. E. Schmidt, is to classify the stock in two 
ways—by materials and by retail prices. When this is 
done, a weekly check-count is made; the sheet will then 
tell instantly the exact pairage history of each family of 
patterns in each material and in each price group for 
every week in the year. Kept over a period of years, 
this record gains value. A busy week’s selling can 
easily be totaled in an hour’s time once a week. 

Shoes are classified in this way: across the top of the 
sheet are the retail price groups of Boulevard Shop 
($4.95); Petivamps ($6.95); Rhythm Steps ($7.95) ; 
Carlisle ($8.95) ; Jerro Bros. ($10.50); Walter Dicker- 
son ($10.75) ; Newton Elkin ($14.75). 

Down the side are the stock numbers of the shoes 
keyed by materials, patterns and colors according to 
this system: 1100 — black gabardine; 1200 — black 


A Simple Chart-Record in Use at the Broad- 
way-Hollywood Shoe Department Permits Easy 
Visualization of the Condition of Inventory, 
and Is Invaluable in Determining Buying 


Policies. 


by HARRY R. TERHUNE 


suede; 1300 — black kidskin; 1400 — black calfskin; 
1500—black patent; 1600—black reptile. 

The first number (one) represents black materials; 
other colors are indicated by: two (brown); three 
(tan); four (grey); five (blue); six (high colors) ; 
seven (gold) ; eight (silver); nine (white). 

The first number is the color, while the second is 
the material. The last two numbers designate the pat- 
tern, as: 0 to 10, pump; 11 to 20, stepin; 21 to 30, 
strap; 31 to 40, oxford; 40 and up, welts. 

An example: 2321 is a brown kidskin strap. 3433 
is a tan calfskin oxford. [TURN TO PAGE 40, PLEASE] 
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Give Your Sale Shoes a Break 


[CONTINUED FROM PAGE 23] 


down the side will do; in the spaces 


mark the number of pairs in each size, 


so that they may be changed as fast as 
sales are made. 

This simple plan will eliminate the 
difficulty of having customers ask to see 
styles in which their size is not avail- 
able, and also serve as a “silent sales- 
man” for customers waiting to be 
served. If you have extra salespeople 
add to each card a key number telling 
them the location of the shoe in the 
shelves. 

Atmosphere and decoration are big 
seletime helps. The importance at- 
tached to “in-store” promotions is well 
known, but far too often a shoe store 
is left as bare as a barn after Christ- 
mas decorations are removed, until time 
for Spring dress-up comes. In outstand- 
ing stores today in-store displays and 
decorations are an important part of 
the sale promotion plan. They take 
no chances of a letdown in customer in- 
terest after advertising and window dis- 
plays have brought them into the store. 
Atmosphere that stimulates customers 
peps up salespeople, helping to over- 
come careless showing by indifferent 
salespeople. If yours is a small store, 
remember two things: larger stores use 
these in-store tie-ups BECAUSE THEY 
INCREASE SALES. not because they 
have lots of money to spend—and also, 
many of the ideas cost very little to ex- 
ecute. 

Perhaps we should anticipate another 
angle of objection. It is true that you 
make very little, or even lose money on 
close-outs. Remember this, a drawn-out 
sale that fades out despite followup ads, 
costs more and gets fewer results than 
a short snappy sale—and in-store dis- 
plays and decorations count in putting 
the sale across. 

Should you elect to use the sugges- 
tion given here, you'll find the design of 
the starred circle lends itself to a 
variety of treatments. A strip of mould- 
ing made of cardboard with an edging 
of half circles with a star in each, 
makes a good ledge trimming; or it can 
be worked out with cut-out strips of 
cardboard. Since the color suggestion 
for the large circular plateaus and signs 
for the window is silver (aluminum) 
ground, with blue stars, this might also 
be used for the border. Cut-out circles 
of cardboard (silver with blue stars) 
ean be used to hold shoes in wall cases 
or floor cases. The pennants bearing 
the sale name are white with red letter- 

as suggested for window and in- 
store use. Cut from card or wall board, 
depending on size, and lettered with the 
sale name you choose, these streamers 
lend themselves to decorative use very 
well. On the silver circles we suggest 
using “money savers” or a_ similar 
wording. 

When you use the “money saver” 
circles as show cards in a merchandise 


display why not add a sprinkling of 
those silver and gilt ornaments in sev- 
eral sizes, that resemble coins? 
Red-on-white and blue-on-silver give 
a great window opportunity, so do the 
circular cut-outs and streamers. If you 
want to get some advance work done 
on Spring backgrounds, plan to set 
your sale displays close to the glass. 
You can use either cut-outs against the 
glass, with displays on circular plateaus 
tilted back to hold shoes just behind 
the openings, or a series of tilted circu- 
lar plateaus before a drop curtain 


placed two to three feet back of the | 


glass, to which the sale streamers are 
attached. Of course, the circular 
plateaus are silver with blue stars, and 
the streamers red on white. Group 


your merchandise by types and prices. | 


Make it EASY for window shoppers to 
SEE the shoes. 


should be corrected. 
If you have the “size racks” in the 
store, size ranges on cards in the win- 


dow are not needed; the customer can | 


be told, “The size rack in the store will 


tell you if your size is available in any | 


shoe shown in the window-step in.” You 


might, however, use descriptive cards | 


giving information of interest about 
certain shoes on display. These silent 
sales talks help. 

The tie-up continues to the adver- 
tising with special drawings being 
made, or cuts made from photos taken 
of the silver circles or white streamers. 


A sketch has been made to show how | 


you can have tie-up between ads and 


displays, even when special art work | 


and illustrations are not available. Use 
simple sincere sale copy—tell the truth 
enthusiasticallv. but avoid bombast. If 
there’s something that might sound too 


good to be true, give the reasons for | 
Give mer- | 
All stores will | 


the unusual opportunity. 
chandise descriptions. 
be listing prices—the extra help of in- 


formative copy will bring more people | 


to the store. 


Customer courtesy days seem to be | 


pretty generally used—sometimes with 
letter or postcard notices, sometimes 
with an advance copy of the sale ad. If 
the ad is used attach a note, or a 
marginal notation, “Be sure to come in 
Monday and Tuesday to share these 


values before the sale is announced to 


the general public.” 

Package enclosures and reminder 
cards or telephone calls are all helps 
to further sales. Many extra sales have 
been made by salespeople who check 
their records and advise customers of 


certain shoes they might want that are | 
on sale—especially where odd or end | 


sizes are concerned. 


To most of you the points suggested 


are not new—but they are important to 
the success of a sale campaign. 


[33] 








The old idea of a mix- | 
ture that serves to confuse the cus- | 
tomer instead of aiding in selection | 








MEN WANTED 


EXCLUSIVE 
HEALTH SPOT SHOE SHOPS 


This is more than an opportu- 
nity to become associated with a 
steadily growing chain of ex- 
clusive orthopedic shoe stores. 


Any man who qualifies and is 
placed in charge of a Health 
Spot Shoe Shop, can look for- 
ward to a good future. 


Experience in orthopedic shoe 
selling, and willingness to work 
hard, are two major require- 
ments. Essential also is a pleas- 
ing personality, good health, 
ambition, executive ability. 


Latest data on fitting technique, 
selling routine, window display, 
stock control, effective merchan 
dising, are furnished through a 
central office where constant re- 
search is carried on. 


Bookkeeping detail and budget 
control are handled by the cen- 
tral organization, giving the 
manager more time for selling 
and contacts. . 


Health Spot Shoes are becoming 
more and more popular, as the 
news of their merits reaches 
friends and relatives of satisfied 
wearers. 


Are YOU 
the man 
we are . 
looking 

for? 


Check your qualifications. If 
they measure up to the require- 
ments mentioned in this ad, we 
should like to have you write in 
for an application blank. 


HEALTH SPOT SHOE SHOPS, Inc. 
industrial Avenue 
DANVILLE, ILLINOIS 
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Resort Styles Reflect American Design 


[CONTINUED FROM PAGE 18] 





Section of an interesting window display in the Ansonia Shoe Store on 
Lincoln Road, Miami Beach, Florida. This window represented a jungle 


with bamboo poles and vines, and monkeys climbing over them. 


Shoes 


and bags to match were placed on the bamboo poles, and the effect was 


both colorful and unusual. 


Window was designed and installed by Ben 


Finkelstein, display manager for Ansonia. 


For examples of the military in- 
fluence we look to padded shoulders and 
gold braid and buttons. There is a 
trend toward more mannish effects 
which is felt in millinery, shoes, and 
everything between. 

Perhaps the most important of the 
new influences will be the American 
Indian. Each locality is going to call 
upon its own particular native tribe for 
inspiration, and down here in Florida 
we go into the Everglades where the 
Seminole has his home. From him we 
pick color, every color in endless com- 
binations. We find that the bead neck- 
laces of the squaw lend themselves to 
the new necklines, so shops here are 
showing plenty of beads. And these 
necklaces are one, two or three strands, 
usually, of two or more kinds of beads, 
and may reach as far as the waist. The 
Seminole wears stripes, and so stripes 
will be seen everywhere. One fabric 
buyer says that stripes have greater 
importance this season than everything 
else combined. ’ 

Some of the buyers are predicting a 
big season for gay exotic prints, bright 
color on bright color. This will be par- 
ticularly good for evening. Splashy ef- 
fects rather than conservative patterns 
will be sought. 

Accessories are going to be more im- 
portant than ever; scarves will be worn 
around the head, tied as a sash, or 
around the neck with the new middy 
blouse or reefer jacket. Bags are to be 
large; one reason advanced for this is 
that even in a dressy bag there must be 





room to hold the Red Cross knitting, 
without which no well-dressed woman 
is appearing in public these days! 

Colors are gay; such interesting 
shades as raspberry red, South Seas 
green, begonia red, porcelain blue, 
mustard gold, reseda green, and many 
others. But the one most mentioned by 
everyone from men’s wear buyers, to 
shoe men and buyers of women’s ap- 
parel of all kinds, is yellow. A bright 
golden hue is appearing everywhere. 
In men’s wear it is possible to match 
this color in a wool sports jacket and 
leather shoes. 

Miami and Miami Beach provide the 
testing ground for these new styles: if 
they “click” here then they will be high 
fashion five months hence throughout 
the nation. 


Fashion Starts South 
[CONTINUED FROM PAGE 15] 


The military influence appears in 
more mannish styling. Pajama and 
slacks costumes show this influence. 
Shoes and hats, too, reflect it. We all 
know how strong the mannish trend has 
been in Winter street clothes, especially 
for girls and younger women. It can 
be equally becoming to the older woman 
who wants to look very smart in well- 
tailored slacks suits: Of course, she 
should carry out the theme in smartly 
tailored shoes. 

There is no need to tell you that the 
Indian influence is an established part 
of current shoe styles. Over a year 





ago, in a first showing of Spring 1940 
styles, the KECORDER showed, as a lead- 
ing new type, the moccasin slipon with 
fringe trimming in a_ street. shoe. 
Fringe, beading and other Indian motifs 
are very much to the fore in resort 
shoes. In the casual, play and sports 
types, these treatments are naturals. 

A trend to watch is the predicted 
popularity of formal, as well as. play, 
clothes. You can make no mistake in 
playing up your casual and play shoes 
for all they are worth .. . and they are 
worth a great deal. Show them with 
and without wedges. In gay color com- 
binations . . . red, white and blue; green 
and yellow; natural or wheat with tan 
or rust ... very good, by the bye; and 
in all-white or white with color. Soft 
sturdy leathers and fabrics in linen, 
hopsacking and shantung weaves are 
very good. 

At the opposite extreme to these 
casual and play shoes, you should ex- 
pect a big demand for formal shoes. 
Here is where your fine calfskins, kids 
and suedes in soft or bright colors will 
have an important place. And-~- your 
fabric shoe combined with « leather. 
There are lots of stunning fabrics for 
such types. And here is the place for 
your plastic shoes..’The high grade 
manufacturers have outshone them- 
selves in making their resort lines. 
There are some perfectly enchanting 
models. We are thinking of one shoe 

. one among a good many... a high 
riding slipon of a transparent glass- 
like plastic. Big confetti circles in 
multicolor trim it in a most fascinating 
way. It is so good and so new, that we 
shall have to wait to show it to you 
Shoes of this kind will also be worn 
with the very full soft, dressy hostess 
pajamas. 


Besides the novelties . . . for dress- 
up or dress-down occasions . . . plenty 
of spectators will be worn. They will 


have tan or blue calfskin and black 
patent leather tip and foxing. (Reports 
come that some red trimming may also 
be used on spectators.) And there will 
be plenty of all white shoes. Don’t have 
any fears about that .. . your white 
shoe is expected to do volume business 
for this season’s resort wear. 


Conformal Salesmen Meet 

Sr. Louts, Mo.—Conformal Shoe Co., 
St. Louis, recently held its semi-annual 
sales conference at headquarters dur- 
ing which the new Spring line was 
given to the salesmen and promotion 
plans were studied. 

R. F. McCarthy, general manager of 
the firm, pointed out that 1940 has been 
ancther year of substantial increase in 
volume and number of outlets. Said 
Mr. McCarthy: “We are gratified over 
the progress of Conformal shoes in a 
highly competitive field. During th« 
past season our line has~ been placed 
in some of the country’s largest and 
best distributing outlets for high-grad« 
orthopedic shoes. We are proud of thi: 
achievement and we are confident 1941 
will be another banner year.” 


tic 
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Fashion and Footwear Spring 
Costume Book Ready 


The National Shoe Retailers Association has an- 
nounced that the sixth edition of their Women’s Costume 
Coordination Book, “Fashion and Footwear” covering 
the Spring and Summer seasons of 1941, is ready for 
delivery. 

“Fashion and Footwear” is prepared especially for 
members of the National Shoe Retailers Association— 
ior use by retail salespeople as an authoritative guide 
in selling the proper shoes and accessories. 

This new book contains 20 pages of swatches of the 
redominating costume fabrics, shoe materials, gloves, 
bags, hosiery and cosmetics. It also covers the entire Py phen baonbedine ae 
resort, Spring and Summer market. It puts shoes, one Dt Fair, January 15-16-17. See the fashion 
of the most important fashion items, right in the center ‘ parade of new smart styles for men, women 
of the picture, and shows their relation to costume Py i a oe pane fgets hang —_ 
fabrics and colors, hosiery, make-up, gloves and other : ufacturers. Over a hundred exhibitors will 
accessories. With this book, the retail clerk can offer Seg eS ve : a 
intelligent suggestions and advice to his customer... | show one held in the West. Meke your 
not only about colors but also about the types of leathers plans now! See timely merchandise 
‘ . , at its best! Come to Los Angeles for 
and shoes and hosiery that coordinate with each type ds Sequent of groflt-sreducore! 
of costume. 


“Fashion*and Footwear” has been compiled in col- \ ‘ 
| \Adlimore MoI 


laboration with the best known authorities on women’s | - * 
fashions. Many stores use it in all departments where | 
fashion is important. It is used as a basis for color pro- | ae S AN G E L E S 
motions throughout the store, a; part of the fashion SeOSGRES EYL. A. CHANGER OF Conmennes 
program, and is invaluable in the training and educa- 
tional departments. 

“Fashion and Footwear” is one of the principal mem- 





stess bership services of the National Association, and is 

available only to its members. Other exceptional ser- . . 
— vices furnished members by the pli 2 are its with Decorative 
y will monthly bulletins, “National Footwear News,” and the Display Cards 
— semi-annual Official Shoe Style Forecasts. Those desir- A " 
<n ing to secure “Fashion and Footwear” or other informa- and Price Tickets 
e will tion should address the National Shoe Retailers Associa- 
= tion, 274 Madison Avenue, New York. 





siness 


HELP US 
HELP YOU... 


ples available on request. by doing your 
6 Dor.—$1.10, 12 Dos. chayping ay 


With Store Name 
Imprinted 


Shoes Share Publicity Limelight 


Dauias, Tex.—Shoes came in for their share of the 
publicity limelight directed toward the Sears-Roebuck 
& Co. Dallas store on its 54th anniversary recently. 

During the anniversary sale week one day was desig- 
nated as Homecoming Day in honor of long-time cus- 
tomers. A prize was offered to the Dallas County 
resident who was the first to have made a purchase 
from Sears. 

In 1893, when she was a little girl living in a small 
town near Dallas, Mrs. R. S. King ordered a pair of 
white shoes from the Chicago catalog. As winner of 
the prize given to the first Sears buyer in the county, : 
she was allowed to select, during thé ‘anniversary cele- Detailed Information on Monthly Service at Your Request. 


bration, a pair of shoes from the Sears’ shoe department BOOT AND SHOE RECORDER 


as her reward. | 209 SOUTH STATE STREET © CHICAGO, ILLINOIS 


100 tickets—3.00 
200 tickets—$5.00 


Check with order please, un- 
less C.0.D. preferred. 


DISPLAY CARDS 
Each month, 14 infor- 
mative and forceful 
selling messages on 
appropriately designed 
cards. 




















LNAUWLYVYdad JAZOIAYAS SINWHOUAW 
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Vital and helpful 


Information of lasting 
Value to the industry 


IN commemoration of fifty years of publishing, HIDE AND LEATHER AND 
SHOES, in conjunction with its Golden Anniversary Number, offers a work of 
permanent value to the shoe, leather and associated industries. 


A work which answers many questions frequently asked but seldom settled. 


A compact, useful and enlightening composition about shoes and shoemakers; 
leather and tanners; and related branches of the industry. 


The ENCYCLOPEDIA will be included with one year's subscription to HIDE 
AND LEATHER AND SHOES (52 issues). Subscription price is only $5.00 per 
year which also includes HIDE AND LEATHER'S new BLUE BOOK, an 820-page 
directory and reference guide. 

Advertisers are urged to make space reservations now to insure good positions 
in the Golden Anniversary Number. Write today for special preferred positions 
still open. 


HUNDREDS OF 
CLASSIFICATIONS 
AND SPECIAL 
FEATURES 





BOOT ann SHOE RECORDER, December 14, 1940 


THIS WEEK IN THE 





Saturday, December 14, 


SHOE TRADE 


1940 


National News 





Higher Prices Asked for Army Shoes 





Bids on 1,500,000 Pairs Range from $3.10 to $4.07—Thirty- 
one Manufacturers Compete for Big Order 


Boston, Mass. — Thirty-one manu- 
facturers, the largest number since the 
days of World War No. 1, submitted 
bids on 1,500,000 pairs of army service 
shoes at the opening here on December 
9. In addition to the bidders, interested 
members of the trade, many of them 
leather salesmen, jammed to capacity 
the large room in the Procurement Di- 
vision of the Boston Quartermaster 
Depot, where the bids were opened. 

Bid prices ranged from $3.10 to $4.07 
per pair, as compared with a range of 
from $2.65 to $2.97 last October when 
more than 2,000,000 pairs were ordered 
by the army.. All bidders guaranteed 
delivery within 150 days. 

Inc-uded among the 
were: 

J. F. McElwain Co., Manchester, 
N. H., 75,000 pairs at $3.10, and 75,000 
at $3.15; International Shoe Co., St. 
Louis, 100,000 pairs at $3.12 per pair; 
Endicott - Johnson Corporation, Endi- 
cott, N. Y., 132,000 pairs at $3.13 per 
pair; Hill Bros. Co., Hudson, Mass., 
50,000 pairs at $3.25, or 62,500 pairs 
at the same price provided the army 
does not exercise its right to increase 
this latter amount by 25 per cent; The 
Hanover Shoe Co., Hanover, Pa., 40,000 
pairs at $3.27; Brown Shoe Co., St. 
Louis, 125,000 pairs at $3.30; Allen- 
Squire Co., Spencer, Mass., 50,000 pairs 
at $3.31; Craddock-Terry Co., Lynch- 
burg, Va., 40,000 at $3.31 and 35,000 
at $3.39, or 75,000 at $3.34; Joseph M. 
Herman Shoe Co., Boston, 150,000 pairs 
at $3.32; Weyenberg Shoe Mfg. Co., 
Milwaukee, 80,000 pairs at $3.32; R. P. 
Hazzard Co., Augusta, Me., 50,000 at 
$3.38; Cannon Shoe Co., McSherrys- 
town, Pa., 50,000 at $3.36 and 50,000 at 
$3.46; Holland-Racine Shoes, Inc., Hol- 
land, Mich., 50,000 at $3.38; Ansin- 


low bidders 


Anwelt Shoe Co., Athol, Mass., 50,000 
at $3.38 and 50,000 at $3.54; Charles 
A. Eaton Co., Brockton, 100,000 at 
$3.39 and 50,000 at $3.445 and 25,000 
at $3.49 or 175,000 at $3.42; Daly Bros. 
Shoe Co., Belfast, Me., 50,000 at $3.40; 
Doyle Shoe Co., Brockton, 50,000 at 
$3.40; A. G. Walton Co., Chelsea, Mass., 
50,000 at $3.40. 

On December 16 bids will be opened 
at the Boston Army Base on 6000 pairs 
of shoes for army nurses. Of these, 
4000 pairs are to be of white cloth with 
plain toe; the remainder are to be made 
of black calf leather with tip; all are 
to be welt shoes. 

Only three manufacturers submitted 
bids on 40,740 pairs of leather boots 
for use of mounted enlisted men in the 
regular army, which were opened at 
the local Quartermaster Depot on Dec. 
6. The R. P. Hazzard Company, Au- 
gusta, Me., bid on 5004 pairs at $5.74 
per pair; the H. H. Brown Shoe Co., 
Inc., Worcester, Mass., on 10,740 pairs 
at $5.89, on 10,000 pairs at $5.96, and 
on 20,000 pairs at $6.14; and the Endi- 
cott- Johnson Corporation, Endicott, 
N. Y., on 8400 pairs at $6.35. 

The following awards were also an- 
nounced: 

Chippewa Shoe Mfg. Co., Chippewa 
Falls, Wis., 5544 pairs of leather logger 
boots, without calks, at $4.33 per pair; 
International Shoe Co., St. Louis, 5544 
pairs of waterproof leather boots 
(Alaskan) at $6.18; Converse Rubber 
Co., Malden, Mass., 1386 pairs of light 
weight hip rubber boots, at $3.60 per 
pair; Comfort Slipper Co., Fitchburg, 
Mass., 1650 pairs of felt Alaskan shoes, 
at $4.75 per pair; and Bray, Stanley & 
Ellis, Inc., Boston, 3894 pairs of the 
same shoes at $4.87 per pair. 


October Production 
Up 4.5 Per Cent 


WASHINGTON, D. C.—Statistics on the 
production of shoes for October, 1940, 
released recently by the Bureau of the 
Census, Department of Commerce, show 


PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 


OCTOBER 1940 
OF Pam 
eo 


‘aleidisiasiage! 











that the total production in reporting 
factories indicates an increase of 4.5 
per cent over September, 1940; and a 
decrease of 1.9 per cent from October, 
1939. The manufacturers whose data 
are included in the October, 1940 statis- 
tics produced approximately 97 per cent 
of the total output of boots, shoes and 
slippers, other than rubber, in the 
United States. 

Production of men’s dress shoes 
amounted to 6,823,501 pairs in October, 
1940, as compared with 6,383,239 pairs 
in September, 1940, and 6,921,928 pairs 
in October, 1939. January to October 
production in this classification was 5.6 
per cent less than in the similar period 
of 1939. A large increase is noted in 
men’s work shoes, production for Octo- 
ber of this year being 3,285,761 pairs 
as compared with 2,295,433 in Septem- 

[TURN TO PAGE 39, PLEASE] 
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Chain Shoe Store Sales and Inventories 


WASHINGTON, D. C.—Chain shoe 
stores maintained a relatively high vol- 
ume of sales in October following con- 
siderable expansion of the trade during 
August and September, according to a 
statement of the Bureau of Foreign and 
Domestic Commerce based on reports 
from more than 2700 stores. Although 
a decline is usual between September 
and October, the decrease in average 
daily sales was less than in recent 
years. This was particularly favorable 
in view of the relatively high Septem- 
ber volume. As compared with a year 
earlier October sales were up about 5 
per cent. 

The cost value of inventories held by 
chain shoe stores rose about 2 per cent 
during October and were about 9 per 
cent larger than at the end of October, 
1939. The high volume of sales this 


October reduced the stock sales ratio 
for the month to approximately the 
same figure as in 1939. 

The reported data on chain shoe store 
operations is summarized below. The 
sales figures shown in the table repre- 
sent the amounts actually reported for 
the calendar months indicated, while 
the per cent changes in sales given 
above have been computed on a daily 
average basis excluding Sundays and 
principal holidays. The inventory fig- 
ures represent in almost all cases the 
cost value of stocks on hand at the 
end of the month. The ratio of stocks 
to sales presented in this report is 
based on stores reporting both items; 
it cannot be computed directly from 
this table, since total sales for the 
thirty-one firms reporting inventories 
are not shown separately. 


SUMMARY OF SALES AND INVENTORY DATA REPORTED BY CHAIN SHOE STORES, 
OCTOBER, 1940. 


Number 
of Firms — 
Report- Oct., 
i 1940 
2785 
2279 
2279 


Sept., 
1940 
2780 
2273 
2273 


Total inventory .... : 
Ratio of stock tosales 31 


Number of Stores Reported 
as nae 


Amount 
Oct.., — : a 

1939 Oct., 1940 Sept., 1940 
2705 $14,289,000 $14,675,000 
2214 28,630,000 27,976,000 
2214 2.42 2.06 


Oct., 1939 
$13,106,000 
27,298,000 

2.44 





Plans Progress for 
Northwest Show 


MINNEAPOLIS, MINN. — Approxi- 
mately sixty exhibitors have already 
arranged to take display space at the 
annual convention of the Northwestern 
Shoe Retailers’ Association to be held 
January 26, 27 and 28 at Hotel Radis- 
son, here, with the probability that 
something like twice this number will 
have registered before the opening day. 

One of the features of the 1941 con- 
vention will be a style show to be held 
on the final evening. Two business 
luncheons will be held, one on January 
27 when nationally prominent speakers 
will discuss problems of the shoe indus- 
try in the light of national defense, and 
one on the following day, at which 
elections and routine business will be 
conducted. 

Names of speakers are yet to be an- 
nounced according to H. S. McIntyre, 
secretary of the association. One of the 
speakers is expected to be furnished 
by the lately-organized Northwest Foot- 
wear Association, which represents 
manufacturers and distributors of 
leather and rubber footwear in the 
Northwest. This group was recently 
formed to do cooperative work in de- 
veloping the Twin Cities and surround- 
ing area as a footwear market. In line 
with this purpose member firms who 
plan to participate as exhibitors in the 
retailers’ convention will assemble all 
of their available salesmen at Hotel 
Radisson on the Saturday preceding the 
opening Monday of the convention. 
They will then be taken from display 
room to display room at which the im- 
portant features of all shoe lines avail- 
able through Northwest distributors 
and manufactures will be pointed out. 


Niederberg Carries 
Air Tred Line in West 


Los ANGELES, CALIF.—Sam Nieder- 
berg has been appointed Pacific Coast 
sales representative for the Air Tred 
line manufactured by the Ault-William- 
son Shoe Co., of Auburn, Maine. When 
in this city, his home town, he will 
show at the Hotel Lankershim. 


Buckskin Definition Clarified 


New YorK—The Tanners’ Council of 
America has amplified its definition 
“genuine buckskin,” which is a term 
to describe leather tanned from dee: 
skins, to point out that leather finished 
from the split or under cut of deerskin 
must be described as “split buckskin.” 
Only the outer cut of the skin from 
whi-h the surface grain has been re- 
moved may be correctly defined as 
“genuine buckskin.” This clarificatior 
is based upon Federal Trade Commis- 
sion rulings on other types of leathe: 

It is the practice of tanners to specify 
split buckskin as such when it is sold 
to shoe manufacturers; shoe manufac- 
turers and retailers in turn. must fol 
low the same practice in selling and 
advertising shoes made of buckskiz 
splits. 


Celebrates 50th Anniversary 


Utica, New Yorx—William H. Ham 
lin, proprietor of a shoe store at 24( 
South Street, is celebrating his 50t! 
anniversary in business in the sam 
location. Mr. Hamlin is still active ir 
the business. 

He received a congratulatory lette: 
from Hon. Vincent R. Corrou, mayor of 
the city of Utica, which said, “Ver 
few men have been so privileged to at 
tain such a reputation, and I am sur 
that you have attained it through dili 
gence and honest practice.” 

Mr. Hamlin’s son, Frank C. Hamlin, 
is associated with him in the store, and 
has been so connected since his retur) 
from France in 1918, where he served 
with the A. E. F. 





Novel Display in Christmas Window 


Bayonne, N. J.—The Christmas window above was featured by Sachs’ Juvenile 


Shoe Shop, here, recently. 


It is done in drapes of blue and white, with a carpe'- 


ing of white crushed velvet. The clock is red, white and blue, with colored papers 


behind each box. 


The arm of the clock moves around by means of an electric 


motor; when the hand reaches each hour (represented by the boxes) that box 


lights up showing the colored paper and the shoe displayed there. 


Tinsel covers 


the wood letters around the frame of the clock. 
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Miller with A. E. Emerson Co. 


Boston, Mass.—Sam Miller, who for 
the last two and one-half years has 
been styling the line of Hannahson’s 
Shoe Company of Haverhill, and direct- 
ing the sales of that company’s mer- 
chandise, recently resigned from that 
position to go with another Haverhill 
concern, the A. E. Emerson Shoe Co. 
This company, organized about fifteen 
vears ago, and equipped to manufac- 
ture 100 cases per day, specializes in 
women’s novelties retailing at $2, which 
are distributed through well-known 
wholesalers and chain stores. 

In his present position, Mr. Miller 
vill not only style the Emerson line but 
also sell the factory output—work for 
which he is well fitted by long experi- 
ence in the shoe industry. Since 1916 
he has held many important positions 
in the retail, wholesaling and manu- 
facturing fields and has a background 
of merchandising knowledge which will 
be of great value to the trade which 
he contacts. 

Mr. Miller reports that there was 
good response to his showing at the 
Boston Shoe Fair earlier this month; 
and that he plans to have his complete 
line on display at the National Shoe 
Fair in Chicago in early January. 


Melville Shoe Moves Offices 


New YorK—Melville Shoe Corpora- 
tion has moved from offices at 555 Fifth 
Avenue to new offices on the twelfth 
floor of 25 West 43rd Street, New York. 
The change of address took place Mon- 
day, December 9. 


Gov. Murphy Named Adviser 
On Defense Shoe Purchases 


WASHINGTON, D. C.—Gov. Francis P. 
Murphy of New Hampshire has been 
appointed as a special adviser to the 
National Defense Advisory Commission 
on the purchase of shoes. In announc- 
ing the appointment, Donald M. Nelson, 
coordinator of national defense pur- 
chases, pointed out that Governor Mur- 
phy has had a broad experience in the 
manufacture and distribution of shoes, 
and that he “will bring into his new 
activity advice and counsel that will be 
beneficial in all shoe purchasing ac- 
tivity.” Governor Murphy is director 
and former vice-president of the J. F. 
McElwain Co. 


October Production Up 


[CONTINUED FROM PAGE 37] 


ber of this year; and 2,646,389 pairs in 
October, 1939. The ten-morth compari- 
son shows an increase of 7.4 per cent 
over last year. 

The same ten-month comparison 
shows a decrease of 12.7 per cent in the 
production of youths’ and boys’ shoes, 
although October, 1940 production of 
1,532,570 pairs was higher than the 
September production of 1,365,993 








Every ounce of Krippendorf 


energy and skill, and every 


NOT a stepcuitp 


LINE OF SHOES 


but 


OUR ONLY CHILD 
One Brand .One Quality 


8: 


Sf at * 
Krippend rf 


FOOT REST 


dollar of our resources are SHOE 


€ 
"ORrerexi®! 


devoted to the production 


of one shoe. This concentration of effort shows 


in the quality, style, and comfort of nationally 


advertised Foot Rest Shoes, and assures regular. 


profitable turnover, with markup of 40 to 44%. 


All with the new 


VERIFLEXIBLE PROCESS 


The most flexible soles we've ever built. Same 
weight leather insole and outsole. It's the process 
that makes the difference! Worthy addition to 
famous Four-Spot Comfort features. Pat. Pend. 





pairs; and slightly in excess of the pro- 
duction during October, 1939, of 
1,476,534. 

Production of women’s shoes shows a 
total of 11,314,685 pairs in October, 
1940—considerably under the Septem- 
ber production of 13,029,841 pairs and 
lower, even than the October production 
in 1939 of 12,251,862 pairs. January- 
October, 1940 production of this type of 
shoe was 131,992,549 pairs—a decrease 
of 11.2 per cent from the same period 
of one year ago. 

October, 1940 showed a slight in- 
crease in production of misses’ and 
children’s shoes, 3,468,405 pairs as com- 
pared with 3,342,182 pairs; but was 
lower than the October, 1939 production 


Nationally Advertised to Retail at *6™ +o *6”* Stightly Higher Denver West 


THE KRIPPENDORF-DITTMANN COMPANY, CINCINNATI, O. 
NEW YORK SHOWROOM: MARBRIDGE BUILDING 


of 3,783,465 pairs. The ten-month com- 
parison—33,544,111 pairs as against 
37,404,266—showed a decrease of 10.3 
per cent. Although larger in October, 
1940 than in September of the same 
year, production of infants’ shoes was 
lower than in October, 1940. The ten- 
month comparison—17,826,558 pairs for 
this year as compared with 20,533,658 
pairs for 1939—shows a decrease of 
13.2 per cent. 

All-leather slippers and moccasins 
showed a slight increase. In October, 
1940, 1,947,937 pairs were produced, as 
compared with 1,617,095 in September, 
1940; and 2,022,293 pairs in October, 
1939. The ten-month comparison shows 
an increase of 1 per cent. 
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The Flexibility sure is swell, 
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H. H. Phelan, Inc., to Move 


RocHEsTer, N. Y.—H. H. Phe'an, Inc., 
one of the oldest and most favorably 
known shoe stores in Rochester, will 
move Dec. 29 from its present location 
in Franklin Street near Main Street 
East to the store at 324 Main Street 
East, opposite East Avenue. This is 
considered one of the best locations in 
the city. 

When Harry H. Phelan, head of the 
company, decided a few months ago 
that he would give up the lease upon 
its expiration, he also resolved to get 
rid of an unusually heavy stock of shoes 
before making the change. The pros- 
pects for doing so did not seem bright. 

But an enormous sign wag erected, 
local advertising increased, and the sale 
started with a bang. It has been going 
that. way since, with not only the old 
stock sold, but much additional stock 
added to supply the demand. 

“It has really been amazing,” said 
Mr. Phelan. 

Workmen are now engaged in altera- 
tions on the new home of Phelan’s, soon 
to make the third move in its history. 
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W. C. Goode Completes Fifty 
Years with Craddock-Terry 


LYNCHBURG, VA.—W. C. Goode, who 
is in charge of merchandising the 
Natural Bridge and Miracle Arch shoe 
lines for Craddock-Terry Company, 


W. C. GOODE 


Authorized Arch Shoes for Geroge D. 
Witt Shoe Company, and the $4.00 lines 
of both Craddock-Terry and George D. 
Witt divisions of Craddock-Terry Shoe 
Corp., has just completed fifty years 
of service with this organization. 

Mr. Goode went with Craddock-Terry 
as billing clerk, and later worked in 
stock and made short trips for Abe 
Craddock and T. M. Terry. Subse- 
quently these sales representati\ es gave 
him parts of their territory in Pittsyl- 
vania, Halifax and Franklin Counties 
in Virgina, together with several coun- 
ties in North Carolina. Much of his 
traveling at that time was done with 
a two-horse team. 

In 1894 Mr. Goode was sent to 
Georgia to open up new territory, Mr. 
Terry also taking a part of the state. 
In 1907 he was taken off the road and 
put in charge of buying. That year he 
made his first trip to Boston with John 
W. Craddock. He was made a director 
in 1910 and served until 1925. 

When the Natural Bridge Division 
was organized, he took charge of mer- 
chandising these shoes as well as the 
entire production of the Southland fac- 
tory and at present he is merchandising 
the Natural Bridge line, as well as 
those mentioned above. 

Mr. Goode is still active. He has been 
temporarily incapacitated because of an 
attack of shingles. He is improving. 


To Open in Indianapolis 

INDIANAPOLIS, IND.—Cross & Cross 
Company, with home offices in New 
York City, have leased the storeroom 
here at 105 North Illinois Street to open 
a retail shoe store shortly. 








é NEW CUSTOMERS a 


EVERY WEEK 


Graduates from Ideal Baby 
shoe sizes are ready for your 
juvenile department almost 
every day in the week. They 
replace the juvenile custom- 
ers who grow into adult sizes. 
To make sure of getting your 
share of the replacement 
customers to keep up your 
juvenile shoe sales ... 
carr Mrs. Day's Flexible 
Walking Shoes. 


MRS. DAY'S 
IDEAL BABY SHOE CO., 
DANVERS, MASS. 





























Weekly Record 
[CONTINUED FROM PAGE 32] 


Many possible price lines are elimi- 
nated by keeping to the established re- 
tail prices. Under each price group key 
letters appear, as follows: ST—stock; 
O—on order; SA—sales for week. This 
record is kept solely on shoes, and is 
not kept for play shoes, since the latter 
come in and go out so rapidly each day 
in the year that only records of pair- 
age totals are kept. 

Prior to a major buying session, these 
weekly record sheets are compiled; they 
are also compiled each quarter, thus 
providing seasonal histories of each 
classification and division. 

When shoes go into the hash section, 
they are not considered active any 
more, so their weekly record is discon- 
tinued. 

As is the practice in most department 
stores, each shoe is marked with a num- 
ber identifying the season of its pur- 
chase. This key number is put both on 
the front of the box and on the price 
ticket which goes on the bottom of the 
shoe. By means of this marking, the 
buyer can tell instantly just what sea- 
son a shoe was put in stock, and can 
watch all shoes over a season old. It 
is the custom to see that a shoe which 
is more than one full season old never 
stays in stock. This simple method con- 
sists of using the letter A, as indicating 
shoes put in stock from January to 
June 1939; B for the July to December 
1939 period; C for January to June, 
1940; D for July to December 1940, 
and so on. 

Pencils in three different colors are 
used to mark weekly report sheets; red 
means On Order; blue, In Stock and 
black, Sales. 
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2) eight modern factories equipped to serve 
shoe manufacturers promptly .. . 


» the use of highest quality materials only, com- 
bined with the finest workmanship available 
anywhere in the industry ... 


4) models embracing every authentic style 
development... 


B our lasts scientifically graded to produce the 
best fitting shoes in all sizes and widths 
ever made for human feet. 
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UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 
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Oxford Oxford 
$2.70 $2.45 
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Right Foot 
Rubber Sole 
Rubber Heel 
Left Foot 
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BROOKS SHOE MFG. CO. 
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ne WF 


NNERSOLE 


LEX PIGSKIN 











a — - | 


To Install Officers at 
Buffalo Dinner Meeting 


BuFFALo, N. Y.—With all plans com- 
pleted for the annual get-acquainted 
night dinner to be held at MacDoel’s, 
600 Main Street, Monday, January 
20th, by the Greater Buffalo Shoe Re- 
tailers’ Association and Affiliated Shoe 
Trades, Ernest R. Park, President of 
the New York State Shoe Retailers’ 
Association will install the new officers 
elected for 1941. William Pidgeon, well- 
known Rochester shoe merchant and 
director of the state association will 
talk on dogs and clogs. Arthur Gifford 
humorist and the Hawaiian String 
Quartet will entertain the shoemen. 
Moving pictures of the Summer outing 
will be shown. 

Harry J. Deters has been named gen- 
eral chairman, and he has named the 
following committees: tickets, George 
Seifert, chairman; Jack Jacobs, Benja- 
min Thome, Robert Holmes, Herman 
Meyer. Entertainment, Benjamin Et- 
kin, chairman; Joseph Kirchoff. Din- 
ner, Oliver LaReau, chairman; Paul 
Davis, Carl P. Sickler. Speakers, Fred 
Manning, chairman; 
Reception, Clarence Lanich, chairman; 
Michael Santercole, Carl Hoffman, A. 
C. Duncan. 

Reservations have been received 
from Tonawanda, Niagara Falls, Lock- 
port, Hamburg, Batavia, Medina, Roch- 
ester and Syracuse. 






























Carl Lindstrom. 


Below Last Year’s Figure 


Boston, Mass.—“The New England 
shoe states — Massachusetts, New 
Hampshire and Maine—produced dur- 
ing October 11,705,035 pairs of shoes, 
a loss of 8 per cent from October, 1939,” 
says a statement issued by the New 
England Shoe and Leather Association. 
“New York State led all shoe states in 
production for this month with a total 
of 7,150,857 pairs, followed by Massa- 
chusetts with an output of 6,906,178 
pairs. 

“For the ten-months’ period, Janu- 
ary-O:tober, the New England shoe 
states produced 118,336,611 pairs, a de- 
crease of 9 per cent from the same pe- 
riod a year ago. Massachusetts’ shoe 
output was 10 per cent lower during 
this period; the decline for New Hamp- 
shire was 6 and for Maine 9 per cent. 
Pennsylvania was the only state that 
registered a gain in output during the 
first ten months of this year as com- 
pared to the corresponding period a 
year ago, and its gain amounted to 5 
per cent.” 


Contracts Awarded for 
Service Shoes 


Boston, MAss.—Awards amounting 
to about $170,000, covering a miscel- 
laneous essortment of footwear for the 
regular army and the C.C.C. have been 
announced by the Boston Quartermaster 
Depot. These include: 

Leather laced boots, Type “J”—TIn- 
ternational Shoe Co., 7504 pairs at 
$5.93; and Endicott-Johnson Corpora- 
tion, 3500 pairs at $6.35. 

Felt Alaskan shoes—Bray, Stanley 
& Ellis, Inc., 6800 pairs at $4.925, an 
increase of 5% cents per pair over the 
last lot bought. 

Leather logger boots without calks 
(these for the Civilian Conservation 
Corps)—H. H. Brown Shoe Co., 15,672 
pairs at $4.44, an increase of 30 cents 
per pair over the last lot. 

Also awarded were contracts to make 
5,000,000 pairs of shoe laces, the order 
being distributed among the Shoe Lace 
Co., Boston; Hickory Shoe Lace Co., 
Hickory, N. C.; Diamond Braiding 
Mills, Chicago Heights, Ill.; Chandler 
Oilcloth and Buckram Co., E. Taunton, 
Mass.; General Shoe Lace Co., Louis- 
ville, Ky.; Glencairn Manufacturing 
Co., Pawtucket, R. I.; Pawtucket Stand- 
ard Braid Co., Pautucket, R. I.; and 
Providence Braid Co., Pawtucket, R. I. 
Prices ranged from 1.52 cents per pair 
to 1.635 cents. 


Condon’s to Erect Store 

CHARLESTON, S. C.—James F. Con- 
don & Sons has announced plans for 
building and operating a new five, ten- 
cent and $1.00 store at King & Warren 
Streets, opposite their department store. 
A completely modern, streamlined store 
will be erected. 





New England Shoe Production 


BOOT ann SHOE RECORDER, December 14. 1940 


GWIOUA 
= IN-STOCK 


COMFORT SHOES 


NOW ... MORE PROFITABLE 
THAN EVER 


RUYV ij [ 


SOFTSHOES 













The soft, flexible hand-turned J. J. 
Grover shoes of today are made 
by the self-same, time - honored 
process employed by this 75-yeor- 
old comfort shoe manufacturer. 
Over 30 fast selling styles are car- 
ried in stock. Send for In-Stock 
Catalog. 
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Shoes Show Military Influence 

Boston, Mass. — Eleven styles of 
men’s shoes, all of them correct fo. 
military wear, and hence about as style 
ful for civilian wear as could be found, 
are illustrated in a colorful, loose-leaf 
supplementary catalogue just issued by 
the Commonwealth Shoe and Leathe: 
Company of Whitman, Mass. 

Among the patterns illustrated ar 
the blucher and bal in both high and 
low cut shoes, and an adaptation of th: 
monk oxford. Leathers are calf and 
veal. Colors are tan, brown and black 

An innovation is a white shoe—a ba 
oxford of buckskin with white composi 


tion sole and rubber heel—the stand- 


ard shoe of Annapolis midshipmen, ar: 


worn with some types of dress uniforms 


by army, navy and marine officers. 

These shoes, some of them part of 
the Bostonian line* and others in th 
Mansfield line, are, with few exception: 
earried in stock. 





Newspaper Ads Effective 


ALBUQUERQUE, N. M.— Pete Mat 
teucci of the Paris Shoe store says tha 


of all forms of advertising he thinks 
newspaper ads bring by far the best 


results. The Paris Shoe Store ru 
three or four 30-in. ads a week. The 
are attractively laid out and are place 
on the society page of the daily paper 
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Interesting U.S.M.C. Exhibit at Boston Show 


The summertime atmosphere, with the appropriate fur- 
niture and setting in the United Shoe Machinery Corpora- 
tion’s rooms at the recent Hotel Statler show in Boston, 
made an excellent background for the beautiful display 
of shoes which had been specially designed and made for 
this occasion. They covered the whole range of foot- 
wear from children’s to men’s, with shoes for every 
occasion. 

The exhibit was visited by friends from all parts of the 
country and heads of the different departments of the 
United were on hand to welcome them and supply infor- 
mation as to just what was going on in connection with 
the more recent developments in the art. 

In addition to this exhibit on the 7th floor, the corpo- 
ration showed an interesting exhibit in motion on the 
mezzanine floor of the hotel where the so-called James 
movement, a new stop and start movement, for which 
applications for patents have been recently made. was 
shown in a most interesting manner in motion. This 


stop and go movement is one of unusual interest, for 
while working from one shaft and having separate mov- 
ing parts, there is one part of the device which stops at a 
prearranged point and for a prearranged length of time. 
Just how this was accomplished was a matter of consider- 
able speculation and investigation on the part of those 
who watched its operation. 

In addition to this there was an excellent example of 
the modern use of plastics in machinery. Ratchets and 
cams of various types were shown, all of which have a 
very important bearing on future construction, eliminat- 
ing much of the noise, and with this is claimed a greater 
durability and reduction in the power required. 

The exhibit was given further interest through the use 
of some of the models of machines which were familiar 
years ago and these were actually turning over. Some of 
them were made 40 years ago and called attention to 
the developments which have taken place in the passing 
vears. 
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Ne. 8480—All antique — moueee. 

treated leather soles, 10/8 . 

No. 8484—As above only oa duflex 

soles and heels. 

Widths AAA to C - om 3 te 10 
$2.40 @ Day Delivery 





Price 


A. SANDLER CO. 
















“Slipper Lane” Proves 


Successful 


St. Louts.—Just as one steps off the 
elevator on the second floor, some hun- 
dred feet away from the shoe depart- 
ment at Scruggs-Vandervoort-Barney 
in St. Louis, a colorful spectacle greets 
the eye. “Slipper Lane,” a huge over- 
head sign announces, but one doesn’t 
need it to tell that here is one of the 
most complete, and exciting, assort- 
ments of gift slippers in one spot in 
these parts. 

One long aisle straight through the 
shoe department is devoted exclusively 
to slippers. Four tables, decorated in 
gold-toned paper, and topped with an 
elevated display in green, are laden with 
the cream of the holiday styles. Lighted 
display cases, showing high fashions, 
border the tables on the aisle, which is 
flanked with gold Christmas trees. And 
























Left to right: George J. Marott; A. B. Fletcher, vice-president, International Shoe 
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Double Tribute Paid to George J. Marott 









Co.; H. C. Freeman, first vice-president, Freeman Shoe Corporation, and L. J. 


O'Neill, president, Rice-O’Neill Shoe Co. 
All out-of-town guests were at the table. 


group at the speakers’ table. 


INDIANAPOLIS, IND.—George J. Ma- 
rott, beloved Indianapolis shoe mer- 
chant and business executive, and the 
shoe firm which he founded more than 
half a century ago, have reached an- 
other milestone. 

Sincere tribute was paid Monday 
night to Mr. Marott in the Wharf 
House, north of the city on White 
River, at Ravenswood. It was a double 
observance commemorating the fifty- 
sixth anniversary of the founding of 
the Marott Shoe Store last month, and 
the eighty-second birthday of George 
J. Marott, December 10. 

Employees of the store, some of 
whom have ben there more than forty 
years, sponsored the affair, and many 
close and personal friends, shoe man- 
ufacturers, professional and business 
men of the city and others joined in a 
fitting tribute to a man whose life has 
been linked with the business and cul- 
tural life and development of the city. 

Guests from out of the city included 


The picture shows a small part of the 


executives of shoe companies which 
have supplied the Marott Shoe Store 
with nationally known products many 
years. They were H. C. Freeman, first 
vice-president of the Freeman Shoe 
Corporation, Beloit, Wis.; A. J. Brauer, 
president of Brauer Brothers 
Company, St. 
vice-president of International Shoe 
Company, St. Louis; L. J. O’Neill, 
president Rice-O’Neill Shoe Company, 
St. Louis; A. G. White, advertising 
manager of Brown Shoe Company, St. 
Louis; Robert Brown, sales manager of 
the Brown Shoe Company; W. H. 
Hatcher, executive of Roberts, Johnson 
& Rand ‘Shoe Company, St. Louis; 
Charles G. Shriner, secretary of Wal- 
ter T. Dickerson Shoe Company, Colum- 
bus, O., who was toastmaster; Phil 
Murkland, Freeman Shoe Corporation; 
George Tovey, Roberts, Johnson & Rand 
Company, and S. G. Montgomery, of 
Carmo Shoe Company. 





. at the end of the aisle, for added 
drama, is a display that tops them all, 
a revolving merry-go-round, that turns 
slowly, showing seemingly countless 
styles of slippers on its four “shelves.” 

“After seeing and analyzing our 
major lines of slippers, and realizing 
their unlimited possibilites wth so many 
lovely styles, I got an inspiration that 
we could do a greater business than 
ever before on Christmas gift slippers,” 
said H. E. Jolley, buyer for light shoe 
departments of this store. “With this 
thought in mind, arrangements were 
made to materially increase our slipper 
budget, and in so doing it was necessary 
to have a dramatic presentation in 
order to ‘move’ the merchandise.” 

“The quantities and styles we pur- 
chased were greater than ever before,” 
continued Mr. Jolley. “We decided that 
striking displays plus perfectly timed 
newspaper advertisements and window 
displays would produce the desired re- 
sults. In planning our advertisements, 
we chose a theme for each ad, for in- 
stance, fur-trimmed slippers were spot- 





lighted in the first one, with ‘feminine 
slippers” ‘practical slippers,’ ‘scuffs,’ 
etc., as the theme or idea behind the 
follow-up advertisements.” 

Slipper Lane was dramatized also in 
two windows at the same time. One 
clever window showed a woman in a 
swan-shaped sled being pulled by a pink 
reindeer as the background, with 
“snow”-covered ground on which fur- 
trimmed and other slippers were at- 
tractively displayed. So far the results 
in sales have been distinctly gratifying 





Fire in Shoe Store 


MEMPHIS, TENN.—The entire stock 
of the Jarman Shoe Store, Main Street. 
Memphis, was destroyed or damaged b) 
fire and water recently. The cause of 
the fire, which began in the rear of 
the store, was not known. The shoe 
store is in the William Len Hotel, and 
smoke pouring through the building 
sent most of the guests scurrying into 
the streets. The damage was fully cov- 
ered by insurance. 
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Colorful Season Expected in Miami Shops 





Whites in Combination, Yellow, Beige and High Colors Show 
Promise. Casual Types Important 


MIAMI BEaAcH, FLOoRIDA— With the 
opening of shops along Lincoln Road 
it is possible to get an advance picture 
of resort shoes as they will be high- 
lighted for the next few months. As 
the season advances it will be possible 
to check on sales and discover what is 
actually taking the fancy of women who 
are here for the Winter and who rep- 
resent a cross-section of the American 
public. 

While the several shops already open 
have been showing a considerable num- 
ber of dark shoes, there are plenty of 
whites and colors moving. It is the 
opinion of the more experienced shoe 
men on the road that no matter what 
a woman may have in her shoe ward- 
robe when she reaches Florida, one of 
the first things shoe does is to purchase 
one or more pairs of white shoes to be 
ready for whatever may take place. 

At Delman’s, A. S. Blatt, manager, 
is looking forward to a colorful season. 
He reports that he is prepared to offer 
a choice of not less than forty different 
color combinations. White with color 
will be important; solid colors will move 
well, he thinks, and there are multi- 
colors and two-tone combinations which 
are to be among the high style num- 
bers. The sandal type, he feels, will be 
the classic resort shoe and will con- 
tinue to be so for some years to come. 
Heels are important in that they are 
offering many novel decorative motifs. 

At Saks, George Black is the new 
manager ef the shoe department, and 
he is predicting a big season. The 
classic spectator shoe of white with 
brown or black trim is being shown, 
and they are expecting considerable 
interest in fancy mules to be worn with 
hostess gowns. Very effective is a group 
of pink or blue braided satin. For wear 
with slacks a new tie, with wedge sole, 
is of colored raffia. This has been well 
received as an early showing; it is 
smart, different and wearable. The 
plastic shoe is expected to go over in 
a big way for afternoon, cocktail and 
evening wear. It is featured in many 
shades, as well as in gold and silver. 
Wedges are carrying over but not to 
the same extent as last season. There 
is still a demand for them, however. 
For spectator sports they are showing 
white with red trim; this is a combina- 
tion that has already met with fair 
success. For evening there is a definite 
demand for red. Fabric and leather 
combinations are expected to go over 
in a nice way. 

At Rothman’s they predict that opera 
pumps are to be good this season. 
Reptiles in all colors have had an early 
acceptance. Saddle color is one that is 
selling well to early buyers. Also im- 
portant have been blue, beige, green, 
red and yellow, the last of which is 
expected to have some significance. A 
walled toe last and peasant heel are 


both good modéls in the new shoes and 
have been well received. 

At I. Miller shop the showing is most- 
ly of classic pumps. Plenty of ties are 
moving, and there is considerable activ- 
ity in white and color—brown predom- 
inately, in combinations. 

Burdine’s is featuring evening san- 
dals of plastic. Walled toes and lower 
heels are seen in casual shoes. There 
is plenty of color in the shoe picture 
here, with deep tones from the Amer- 
ican Indian introduced in both specta- 
tor and sports shoes. One of the im- 
portant colors is yellow. Suede with 
alligator trim is also important. The 
tractor heel is found on many pumps. 


Joseph F. Cosgrove 
Celebrates 83d Birthday 


MARLBORO, Mass.— Joseph F. Cos- 
grove, well-known retail shoe merchant, 
here, who has been in business longer 
than any other retailer operating a 
store on Main Street, celebrated his 


83rd birthday November 20. A birth- 
day party was given in his honor at th 
home of his son, Francis Cosgrove. 

Mr. Cosgrove was born in Mendon, 
son of the late John and Catherine Cos- 
grove, and came to Marlboro with his 
family in 1870. 

He has always been in the shoe busi- 
ness. In 1896 he became a member of 
the D. W. Cosgrove & Co. store, then 
operated by his brother, Daniel. The 
D. W. Cosgrove Co. has been in busi- 
ness for the past 69 years in its orig- 
inal location. 

Mr. Cosgrove was married on October 
22, 1891, to Winifred O’Donnell. They 
have three children: Mrs. Helen Gran- 
ger, Francis J. Cosgrove and Mrs. 
Katherine Grandi; and three grand- 
children, Helen and Joseph Granger 
and Kay Grandi. 


Open New Department 


RaTon, N. M.—Improved service to 
customers was assured by the DeLisio 
Department Store following the com- 
pletion of a new shoe department—a 
large basement room formerly used as 
storage space. The new department is 
a large room fitted with comfortable 
seats and with new fluorescent lighting. 
DeLisio’s handles shoes for men, chil- 
dren and women. 





Nemzek Reunion—Tough On Pheasants 


Poor pheasants didn’t have a chance 
with this gang—they’re all Nemzek’s 
of Moorhead, Minn., sons of Mr. and 
Mrs. Alex J. Nemzek, Sr. All but 
Claude were present at a recent re- 
union, which included a hunting trip 
in South Dakota. The tenth brother, 
Claude, was unable to be there. He is 
head of the Education Department of 
Detroit University. 

All but two of these ten brothers are 
former football players, and Alex, Jr., 
known to everyone as “Sliv,” coach at 
MSTC, had three of his brothers on his 
team back in 1926-27—Frank, Ted and 
Claude. Bill, Joe and Sliv played bas- 
ketball in high school, too. Leo, Sliv 
and Bill were stars on the gridiron of 
the North Dakota Agricultural college. 
Albert and Ted played professional 
football after they left college. Jack, 
now night captain of the Moorhead 
police force, and George, who, with 


Frank, operates a truck farm and 
greenhouse in Moorhead, did not en- 
gage in gridiron battles. 

Leo Nemzek (third from left) has 
gained a national reputation as a 
chemist and is now general manager of 
the Compo Shoe Machinery Company 
at Boston, Mass. He developed a new 
shoe cement used by the firm. During 
the World War he gained fame by solv- 
ing the mysteries of five dye formulas 
used by the Germans. He also is co- 
originator of Duco paint, a trade name 
familiar in many lands. But with all 
his interests he has never missed a 
year returning home to hunt wild game. 
Joseph is a clerk in the Moorhead 
postoffice, Ted is a lawyer in New 
York City, Albert is a chemist with the 
Inter-Coastal Paint and Varnish Com- 
pany at Baltimore, Md., and Dr. Wil. 
liam B. is a physician and surgeon at 
North Arlington, N. J. 
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SALESMEN WANTED 





WANTED experienced traveling man for gen- 

eral line popular priced shoes, Twin Cities 
and Minnesota. Address $972, care Boot 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y 


ALESMEN to cover northwestern and South- 

eastern Ohio for one of largest wholesale 
houses in Middle West, territory is well estab- 
lished, specialty jobbing line of all types, popu 
lar priced shoes for the family, also arch type 
shoes, applications considered only from sales 
men covering territory at present who can show 
good volume of business; submit full informa- 
tion, snapshot, and references first letter, THE 
CHARLES MEIS SHOE COMPANY, CIN- 
CINNATI. 








HELP WANTED 








UNUSUAL OPPORTUNITY 


Experienced shoe man wanted to su- 
pervise store operations for a small 
group of popular priced family shoe 
stores west of Chicago. Have full 
charge of personnel. Must have 
knowledge of advertising and window 
display. Man under 40 preferred. 
Write full particulars. State starting 
salary. 

Address 971, BOOT AND SHOE 

209 8. State 


RECORDER, 
St.. Chicago, ti. 














FOR SALE 





OPPORTUNITY FOR 

SALE: Family shoe store doing $30,000 
business in Oskaloosa, Iowa; splendid location 
and reasonable rent, about $10,000 stock and 
fixtures. Write ROY E. STEVENS, Ottumwa, 
Iowa; 40 years a Shoe Store. 


OOD_ BUSINESS 





SIDE LINE SALESMEN 


WANTED TO PURCHASE 








SHOE STORES WANTED 


FOR CASH 
Men's, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 


BARIS SHOE CO., INC. 


79-81 Reade St., New York 
Unusual references on request. 





SIDELINE SALESMEN WANTED for New 
York State and Pennsylvania State to sell a 
fast line of in-stock Juvenile shoes; Must have 
experience; following; and live in territory. 7% 
commission. State references and particulars. 
Address $973, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 








FOR LEASE | 








LOFT BUILDING 
SUITABLE FOR 
OFFICES AND STORAGE 


AN ESTATE owning a 5 story and 
basement building on Gold Street, 
Manhattan, has ample funds to re- 
model, alter and improve building to 
suit a desirable tenant. Each floor 
has 2000 square feet usable space. 


Remarkably low rent can be secured 
by any responsible firm willing to 
lease entire building. Improvements 
will be made to suit particular re- 
quirements of lessee, including new 
elevator and central heating plant. 


Address 974, care BOOT & SHOE RECORDER, 
100 East 42nd Street, New York, N. Y. 














Buyers of Surplus Stocks 
We will buy surplus er entire stocks of shees 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5878 








MANUFACTURERS——RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks. 
Branded or unbranded. Generous prices. 
Write, wire or phone. 
BAR 
14 8. Third St. Philadelphia, Pa. 
Phone Market 91 








WEBUY 
Entire or Surplus Wholesale and Retafl 
> randed Shoes such as 
Florsheim, Enna-Jettick, Vital- 
Preserver, Queen Quality, Bos 
tenians, Stetson, Red Cross, Nunn-Bush, Ete. 
IBVIN BUBIN 
“The House of Jobe’’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887. New York City 

















A GOOD PACIFIC COAST SALESMAN 
WANTS AN IMPORTANT LINE OF 
SHOES: The sponsor of this advertisement has 
had wide experience in selling women’s, chil- 
dren’s and men’s shoes throughout the entire 
Pacific Coast trade. He’s been located with a 
Nationally known concern for the past seven 
years, but because of a change of policy has 
severed his connections and is now looking for 
a good, reliable line of shoes to promote with 
his trade. Can furnish the highest references. 
For further particulars address $970, care Boot 
& Shoe Reeorder, 100 East 42nd Street, New 
York, N. Y. 


LINES WANTED: Salesman, large following 
within Michigan and Ohio, especially Michi- 
an, wishes connection with manufacturer on 
nfants’ and Children’s Prewelts or stitchdowns 
to retail from $1.00 up on commission basis 
only. Or, complete line of child's and Misses’ 
ms Junior Girls’ McKays or American Welts 
to retail at $2.00 up. Address $969, care Boot 
J s* Ryerss, 100 East 42nd Street, New 
ork, N. 


MERCHANTS’ NEEDS 





onhaping Uev 


aa Alter Shoes to Fit 


i. Abnormal Feet 


HOE RE-SHAPING DEV 





Colonial Executive on Trip 


Boston, Mass.—Kivie Kaplan, of the 
Colonial Tanning Company, has just 
returned from an extended trip through 
the Middle West where, with sales rep- 
resentatives of his company, he con- 
tacted shoe manufacturers using the 
Colonial lines of black and colored 
patents and splits. On this trip he 
visited Cincinnati, Portsmouth, St. 
Louis and Columbus. Lew Ellis of the 
same company is traveling through 
Pennsylvania, Maryland, Virginia and 
upper New York State. 





advertising is payable in 





or all other 


CLASSIFIED ADVERTISING RATES 


Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. 
ts the rate is 7 cents per word. 


Mini- 
Minimum charge, $1.25. 
other cases each word of the 


classified advertisements is $5.00 an inch with a maximum of 46 words. 
Advertisements for this page must be in our New York office on Friday of the week preceding publication. “¥® 
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International to 
Distribute Bonus 


St. Louis, Mo.—A bonus, amounting 
to $600,000 will be given by Interna- 
tional Shoe Company to the majority 
of its employees, it was announced re- 
cently. This bonus, to be distributed 
December 20, will go to all factory, 
warehouse and office employees with 
continuous service records from Jan- 
uary 1 to November 30 this year, and 
will consist of one week’s salary. The 
bonus does not apply to salesmen, of- 
ficers, directors and major executives, 
and will be limited to a maximum of 
$50. 

This payment is similar to one made 
at the holiday season last year by the 
company. 


New Leather Source Found 


WASHINGTON, D. C.—A new source 
of leather suitable for women’s shoes 
in Germany has been found in the ru- 
men of cattle stomachs. Commerce De- 
partment reports from Leipzig say 
that, while such shoes and other leather 
articles are not available in the market, 
a plant in Saxony has started the man- 
ufacture of products from rumen 
leather, of which large quantities are 
said to be available. 

Under the process developed, it is 
claimed that from one to one and one- 
half square meters of leather are ob- 
tainable from a single rumen. 


Mexican Sandal Trade 
Shows Gain 


WASHINGTON, D. C.—Mexico’s export 
trade in Mexican sandals, which began 
10 years ago, rose to 438,257 pairs in 
1939, and to 289,846 pairs, valued at 
$235,000, for the first nine months this 
year. Figures compiled by the Mexican 
Statistical Bureau and reported to the 
Commerce Department also show that 
74,721 pairs were exported in 1936, and 
368,264 pairs in 1938. The bulk of 
huarache exports go to the United 
States. 


“Family” Shoe Store 


CEDARBURG, Wis.—An establishment 
with a 75-year history is in itself a 
considerable accomplishment, but when 
eight members of the operating family 
are actively engaged in the business 
and a dozen own the place, that is a 
unique record. The Wirth store, here, 
was established by Johann Paul Wirth, 
whose 12 children are now associated 
with its operation, including Urban S. 
Wirth, president of the store and man- 
ager of its shoe department, and P. J. 
Wirth, who is employed in the shoe 
department. Wirth’s is one of Cedar- 
burg’s leading business establishments 
doing an annual volume of about 
$150,000. 
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Dates to Remember 


Annual Convention, National Shoe 
Travelers’ Association, Morrison 
Hotel, Chicago, Illinois. 

January 4, 5, 1941 

NATIONAL SHOE FAIR, Hotel 
Stevens, Chicago, Ill. 

January 6, 7, 8, 9, 1941 

Michigan Annual Shoe Fair (Joint- 
ly Sponsored by Michigan Retail 
Shoe Dealers Association and 
Michigan Shoe Travelers Club), 
Hotel Statler, Detroit, Mich. 

January 12, 13, 14, 1941 

Charlotte Shoe Show, Hotel Char- 
lotte and Hotel Selwyn, Char- 
lotte, N. C. January 12, 13, 14, 1941 

Joint Annual Convention South- 
western Shoe Travelers Associa- 
tion and Texas-Oklahoma Shoe 
Retailers, Hotel Adolphus, Dal- 
las, Texas. 

January 12, 13, 14, 15, 1941 

California Shoe Fair, Hotel Bilt- 
more, Angeles, Calif. 

January 15, 16, 17, 1941 

Shoe Style Show, Hotel 

r, N. Y¥. January 19, 20, 1941 

27th Annual Shoe Show, Middle 
Atlantic Shoe Retailers Associa- 
tion, Benjamin Franklin Hotel, 
Philadelphia, Pa. 

January 19, 20, 21, 1941 

Indiana Shoe Buyers’ Week, Indi- 
ana Shoe Travelers Association, 
Claypool Hotel, Indianapolis, 
Ind. January 19, 20, 21, 1941 

Annual Sp Shoe Show of Mid- 
Continent Shoe Travelers’ Assn., 

Hotel, Oklahoma City, 
January 19, 20, 21. "1941 
Shoe Display of Chicago 
Shoe Travelers’ Assn., Morrison 
Hotel, Chicago, Ill. 
January 20, 21, 1941 

Annual Convention Northwestern 
Shoe Retailers Association, Hotel 
Radisson, Minneapolis, Minn. 

January 26, 27, 28, 1941 

Official Opening of American 
Leathers and Style Conference 
for Fall, 1941, Waldorf-Astoria 
Hotel, New York. 

March 31, April 1, 1941 

Spring Meeting Tanners’ Council 
of America, White Sulphur 
Springs, W. Va. May 8, 9, 1941 


Buffalo 
Sta 





Savannah Men Up North 


SAVANNAH, GA. — Alex and Isaac 
Raskin, well-known Savannah _ shoe 
merchants, recently attended the Boston 
style shoe and visited the New York 
market before returning to Savannah. 





TWO ARCHES IN ONE 


Metatarsal and Longitudinal, Individually or com- 
bined. Light weight, resilient cork, covered with 
high grade deather. Small, medium, large. Men's 
and Women’s. Adjustable to each individual. Will 
not turn up or slip. Recommended by Professional 
Men. $1.50 pair. 
Plymouth Foot Appli and Remedi 
BYERS SHOE STORE 


110 W. Main Street, Crestline, Ohio. 

















BOOTONE MAHOGANY 
WAX POLISH 


_ GIVES THE RICH CUSTOM FINISH 


SHOWN IN LEADING 
METROPOLITAN SHOPS 


LUSTROUS and DURABLE 


EASILY APPLIED—THIS POLISH 
MAKES THE SHOES ATTRACTIVE 
AND IS A 


Connave DISTINCT 
4 STYLE and SELLING 
FEATURE 


For Store Use Delivered 

in | Pound Containers 

For Conveni. and E y 
$1.00 Pound Postpaid 


made by 


BOOTONE POLISH CO. 


124 Merrick Rd. Bellmore, L. |., N. Y. 











Bata to Build Guatemala Plant 


WASHINGTON, D. C.—In return for 
permission to build a shoe manufactur- 
ing plant in Guatemala, the Czecho- 
slovak firm of Bata has agreed to de- 
velop the cultivation of rubber and rub- 
ber goods, to tan leather and produce 
shoes from native textiles in that Cen- 
tral American country. 

The company, according to a Com- 
merce Department dispatch, has been 
granted a free entry privilege on ma- 
chinery, tools, and other equipment if 
comparable products are not available 
in Guatemala. 


Retired Shoe Man 
To Be Santa Claus 


Ripon, Wis.—Although retired from 
the shoe business which he operated 
here for 35 years, A. E. Steinbring will 
continue his role of Santa Claus this 
year as he has in those past, bringing 
cheer to shut-ins at home and at the 
hospital and to school children. In addi- 
tion to serving the community as Santa 
Claus, Mr. Steinbring maintains a bird 
sanctuary and is known as “The Bird 
Doctor”. Mr. Steinbring’s ci: ic and fra- 
ternal activities have been many, and 
his church work and philanthropies 
have earned him a name that will live 
long in the annals of Ripon. 





